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Smart young women who step along 
confidently in Tweedies never fail to 
win that passing glance of admiration; 
for the feminine foot that has that 
“Tweedies look” is a foot of beauty. 
Youthful . . . daring . . . flattering. 
are the words that describe Tweedies 
. . . Tweedie Footwear Corporation, 
Jefferson City, Missouri, Shoemakers 
since 1874. 
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VOICE of the TRADE 


ET’S about time we had a curb on 
false advertising in shoes and cloth- 
ing, for we see the phrase’ used: 
“$8.75 Values—$2.95.” Or, in the 
modern manner expressed: “$2.95 
—Should Be $8.75.” 


Truth has gone out the window 





in the fever to sell shoes. The funny 
thing is that even though the public 
seems to be getting more _intelli- 
gent, it still falls for the compara- 
live price racket. Last week, the 
Senate in Washington amended the 
Federal Trade Commission Act to 
give the commission jurisdiction 
over the curbing of false advertising 
of food, drugs, cosmetics and de- 
vices, and the power to intervene 
to protect the consumer against un- 
fair and deceptive acts in commerce 

This law has teeth in it. The new 
provision permits the commission 
to complain against any unfair or 
deceptive trade practice, buttressed 
by the threat of the imposition of 
civil penalties up to $5,000 fines for 
each violation of any final order of 
the commission prohibiting the of- 
fending practices. 

Now the point to be raised is 
whether or no devices having a 





health significance (shoes) come 
under this law. The National Retail 
Dry Goods Association warned its 
members: 

“Any advertising in newspapers, 
magazines, or by direct mail, when 
the mail or advertising media 
crosses State lines, likewise brings 
the advertising under the jurisdic- 
tion of the commission. Since most 
of such media does cross State lines 
it may be reasonable assumption 
that any retailer who advertises in 
the newspaper or by direct mail is 
probably under the jurisdiction of 
the Federal Trade Comission.” 


* *% * 


FFRANK McLAUGHLIN of Wana- 
maker’s, New York, makes a good 
suggestion for the “Beat-the-Month” 
blues: 

















Consider March and April as one 
set of figures, laid against March 
and April of a year ago. By so 
doing, the Easter peak can he 
properly compared for you will re- 
member, Easter came in March a 
year ago and it is going to be im- 
possible to beat March figures be- 
cause of that high spot.” 

Not that very many stores are 
going to beat the two months’ rec- 
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ord of a year ago but just to keep 
the records straight. And by the 
way, that between-month compari- 
son isn’t a bad thing to remember 
in case some other event of the year 
needs a fair measuring stick. 








IE. CASEY JONES, who makes the 
Hawaiian Islands twice a year for 
the Heywood Shoe Company and 
the Taylor Made line, from his 
headquarters in Los Angeles, said 
on returning from his recent trip: 

“So far the alleged recession or 
depression hasn’t been felt in the 
Islands at all. The price of pine- 
apples and sugar is normal, while 
the tourist trade is the best it has 
been in years. This means that the 
usual amount of money is in circu- 
lation and that the business men are 
interested in new ideas that will 
stimulate their trade. There the 
white linen and Palm Beach suits 
with a white buck shoe is almost a 
uniform. This year the trend is 
toward the two tones in browns and 
in grays. Brown and white, also 
some black and whites are being 
sold. Ventilated shoes are active 
for the first time in several years. 
This popular type was killed by 








going into too cheap grades and in 
buying job lots. Shoe merchants 
are now buying regular lines at 
regular prices and getting a normal 
mark-up. As a result, the ventilated 
business in the better grades is 
showing a decided improvement. 
This open type of shoe is most prac- 
tical here on account of the uniform 
mild climate. During the past sev- 
eral years there has been a decided 
trend toward the modern type of 
shoe store and shoe department. As 
a whole, the physical aspect of the 
places selling shoes is equal to that 
of the best stores in California. 
Stores are very modern and are 
merchandised in a very progressive 


manner.” 
x * * 


THE CORNS! 
(Apologies to Poe) 
Hear those fellows cuss their corns, 
Painful corns! 
What a source of misery, sharp maladies 
with horns! 
How they crinkle, crinkle, crinkle, 
When the air is damp at night; 
While the stars that over-sprinkle 
All the heavens fiercely twinkle 


At these cripples in their plight; 
Keeping time, time, time, 

In a mean barbaric rhyme 

To the querulous pulsations 


Of each aching foot that mourns, 
With its corns, corns, corns, corns, 


Corns, corns, corns, 
With the jumping, and the thumping of 


its corns! 
J. Edw. Tufft. 


* * * 


A MERCHANT writes: 

“We need some sort of a move- 
ment favorable to our own country 
in these days of noisy Communists, 
Fascists and, most of all, the per- 
petual problem of apathy on the 
part of the native and the insis- 
tence of the alien or naturalized 
alien in continuing his fealty to 
his native country. On the other 
hand, I would hate to see a so- 
called American movement started 
under the leadership of some loose- 
jawed flag-waving nitwit. What is 


needed is a mind and heart devoted 





THAT EXTRA PAIR 





—Eldridge Peterson, in a recent 
issue of Printer's Ink, said: 

"Twenty years ago Summer suits for 
men were a butt for jokes . . . ‘Ice cream 
suits’ the humorists of that era called 
them.” 

—And the same might have been 
said about Summer shoes for men, 
especially the ventilated or “air- 
conditioned" types which promise 
to be very much in the style pic- 
ture this coming season. 

—For genus homo has at last be- 
come sensible, so far as his warm- 
weather apparel is concerned; 
and refuses to melt away in tradi- 
tional garb while the female of the 
species breezes around in a few 
ounces of cool and fluffy material. 

—And these new Summer styles have 
real economic value, too. 

—For they represent "an extra pair," 

—And that's sweet music to the 
manufacturer and retailer of men's 
shoes. 


pS a 9 alge 
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thoroughly to the Red, White and 
Blue, having the respect for it that 
one has for one’s own mother.” 


* * * 


M.L. FRIEDMAN, president of 
the Diamond Shoe Corporation, in 
his 1937 annual report to the stock- 
holders, says: 

“Federal old age and unemploy- 
ment insurance taxes, both of which 
constitute new’or additional taxes. 
amounted to $167,375—or 80c. per 
share on the common stock of the 
company.” 

In view of the fact that the A. S. 
Beck Company is a very successful 
chain and it distributed a total of 
$2.00 for the year in dividend pay- 
ments, it is interesting to note the 
rising tide of taxes laid against 
dividends. This ratio may increase 
as the years go on, with the progres- 
sion of the social security tax bur- 
den. 
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This is the first time we have 
noted such a statement in an annual 
report and the time may come when 
the tax income per corporation will 
be even higher than the stock- 
holder’s income. 

* * * 


C. L. NISLEY of Springfield, 
Ohio, says: 

“When a salesman comes to my 
store with his new line of shoes, [ 
always have my men look over the 
shoes, hear what the salesman has 
to say about them, and then help 
me pick out the shoes we want to 
buy. If the salesman brings his 
shoes to the store, I have him ar- 
range them on the balcony, so the 
men can come up when they’re not 
busy and see the line. If the shoes 
are at the hotel, the men go over 
there after work. 

“This practice helps me in sev- 
eral ways. I get the opinion of the 
men at the fitting stool on what 
their customers will probably want. 
The fitters hear the salesman’s sell- 
ing points for each shoe—its leather, 
its last, why it’s a style shoe. If he 
knows these things, he can give a 





much more convincing sales talk 
to his own customers. 

“And most important—if I give 
him a share in picking out the stock, 
he’s going to feel a much greater 
sense of responsibility in seeing that 
those shoes move. He can’t com- 
plain, ‘That shoe’s no good—You 
can’t expect us to sell it,’ because 
you have the comeback—‘Well, you 
said it was a good one!’” 


at * * 


LAMMOT DU PONT, president of 
E. I. du Pont de Nemours & Co., of 
Wilmington, Delaware, said: 
‘Business could find work for all 
who want a job if it received rea- 
sonable certainty that conditions 
would remain reasonably stable. 
“For every man given work in 
the productive activities of indus- 
try, at least two others are needed 
in service departments of business, 
























St ASE SRNL WHEREIN ne ioe Eran tre ck Ral oie 













































BOOT AND SHOE RECORDER, April 2, 


such as transportation, communica- 
tion, wholesale and retail trade, and 
in many other lines of service type 
work. That is to say, by creating 
3,000,000 new jobs in production, 
at least 6,000,000 new jobs would 
automatically be created to handle 
the goods produced.” 


Se eee 


WY HEN the Albanian Princesses 
Myzejen, Ruhie and Maxhide Zogu 
sailed on the Queen Mary, March 
23rd, they took back with them fifty 
pairs of shoes purchased from Saks 
Fifth Avenue. 

The sisters of King Zog were re- 
turning to attend his wedding to 
Countess Geraldine Apponyi on 
April 25th. 

They were appreciative of the 
service rendered by Saks Fifth Ave- 
nue and grateful that they had been 
fitted at their suite in the Ritz-Carl- 
ton rather than at the store, where 
they might have attracted attention. 
There were about fifty pairs of 
shoes in all, ranging in price from 
$15.00 to $35.00 a pair—in sizes 
41%, 5 and 54%. An interesting note 
was that they all agreed on the heel 
heights. Every pair of shoes had to 
have a three-inch heel. They wanted 
to appear taller and felt the eleva- 
tion of the heel gave added. glamour. 

Myzejen, Ruhie and Maxhide 
were reported to have mentioned 
that they thought New York had 
the most beautiful shoes in the 
world, and in the near future King 
Zog would no doubt bring his bride 
over to the United States—and to 
Saks Fifth Avenue for her shoes. 


* % * 


WHEN are legs at their best? 

“Between the ages of 22 and 28 
legs seem to be at their best,” said 
Dr. Charles E. Kraus of the School 
of Chiropody, Temple .University, 
Philadelphia. “During that period 
they have the most ‘muscle tone,’ 
that is, they react quickly. After 28, 
or thereabouts, they slow down. Be- 
fore 22 they have not reached their 
full development. Of course, there 
are always exceptions, but 22 to 28 
are the golden leg years. 

“No one would look upon a sten- 
ographer as a great pedestrian, a 
person who might suffer from foot 
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and leg strain. Yet tests showed 
that the average stenographer walks 
43 miles each week in the course of 
her work, and going to and from 
the office. 


“A typical ‘business girl,’ whose 
routine caused her to move about 
the office more than a stenographer, 
was found to have walked 57 miles 
in a week, 

“The average of a number of 
sales girls in department stores was 
eight miles a day. It must be re- 
membered that all of these distances 
were walked merely in the pursuit 
of the girls’ occupations, and did 
not include recreations in the eve- 
ning, or over week-ends.” 


% *% * 


S6HBANDAGE your feet, to be in 
step with the Spring styles,” is the 
terse dictum for the feminine fash- 
ion-wise from Robert Kallock, de- 
signer for Columbia Studios. He 
having in mind the footwear he 
created for Katherine Hepburn and 
Doris Nolan for the picture “Holi- 
day.” In explanation he said: 





youR FUTURE 
rang ren D 


nacaise. t- -KIC'S 
MAGICS CRYSTAL 








“For both these ladies, we have 
designed shoes which give the ap- 
pearance of being tied on the feet. 
Miss Hepburn wears a pair of black 
silk jersey sandals which are both 
toeless and heelless. They are 
shirred directly up the instep and 
tied to the back of her heel to ac- 
company a street costume of beige 
and black lightweight wool. 

“Miss Nolan wears a pair of gold 
mesh sandals which tie sectional, 
over both instep and heel. The san- 
dals match an evening dress of gold 
tissue and have ties of the same 
material which lace around the 
ankle ballet-fashion.” 

Concluding, Kallock predicted 
most casual and evening shoes this 
Spring will convey the same feeling 
and will be executed in the medium 
of cotton prints, thus matching or 
augmenting the gay colored cos- 
tumes expected to be in vogue. 

* * * 


ad FD your nose is close 
To the grindstone rough 
And you hold it down 
There long enough, 
In time you'll say 
There’s no such thing 
As brooks that babble 
And birds that sing. 
These three will all 
Your world compose— 
Just you, the stone, and 
Your darned old nose.” 
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"I'll be back in a few minutes. 


| see the Booterie is having a clearance and 


they have a pair in my size and ‘style for half price." 
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CONFERENCE 
EXAMINES 
SHOE OUTLOOK 
FOR FALL.... 








The great Starlight Roof of the Waldorf-Astoria was 
filled to overflowing, as the N.S.R.A. Style Conference 


























opened on Monday. Prominent authorities discussed dent 
the probabilities for Fall in terms of style and volume Com 
of business. Seen in the front row, left to right, are 
America, in the same hotel, the two days’ meeting in 
reality took on an added significance this season by 
reason of the fact that everybody in the industry was 
eager to learn everything possible about business, about 
style, about color, about everything, in fact, that may 
have an influence on the business picture in the closing 
months of the year. All in all, it was a useful, con- 
structive, practical gathering and it served as a clearing 
house for exchange of the sort of information that 
wise merchants wish to have months in advance in 
order to develop a sound program of style, of buying 
and of sales promotion. | 
George H. Mealley, chairman, Tanners Coun- L. E. Langston, executive vice-president of the Na- 
cil Color Committee, said: “I would caution tional Shoe Retailers Association, presided as general ( 
you not to be influenced by pessimism, as the j z : 
cruise ships leaving New York this Winter chairman at the opening session of the conference and 
carried more and better dressed men and opened the program with a brief address of welcome. I 
women than ever before. 
c 
Practical Value of Style Couference f 
BREGARDLESS of business uncertainties, the shoe President Harry E. Fontius, of the National Shoe 
and leather industries are convinced of the wisdom of Retailers Association, was the first speaker presented gi 
planning their activities well in advance. And so it by Mr. Langston. His subject was “The Style Con- to 
wasn’t in the least surprising to find the vast Starlight ference—An Industry Activity,” and he emphasized 
Roof of the Waldorf-Astoria, in New York, scene of its practical value to the retail merchant. 
the Fall and Winter Style Conference conducted under “Let me relate what is happening in our store today, 
the asupices of the national Shoe Retailers Association, and probably in all stores: A lady comes in, having 
filled to overflowing when the conference opened, with purchased a costume. The color of this outfit is such les 
a general meeting of all branches of the industry, on that she is at a loss to know what color shoes and wh 
Monday morning of this week. accessories she should wear. Having come directly vel 
Held coincidently with the showing of Fall and from her ready-to-wear shop, where they were unable W: 
Winter Leather Colors by the Tanners Council of to give her the authentic information, she is highly cil 








Harry E. Fontius, president, National Shoe Retailers 
Association; Merrill A. Watson, executive vice-presi- 
dent of Tanners Council; George H. Mealley, Color 
Committee chairman, and Louis F. Tuffly, former 
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president of N.S.R.A. 


pleased when she comes to a shoe store that is equipped 
to give her this information. 

“By the use of a costume coordination chart as re- 
lated to shoes, handbags and gloves, a great many 
shoe stores have been able this Spring to do a much 
better job in harmonious blending or contrasting. These 
costume coordination charts are prepared by different 
ones who are specialists in costume and accessory 
coordination, and we have found that the customer 
will accept the information contained in these charts 
as authoritative and for which they are truly appre- 
ciative. You will also find that the use of such charts 
will result in a better informed and much more inter- 
ested sales force. 

“In that connection, it is my belief that the time is 
near at hand when the National Shoe Retailers Asso- 
ciation may assume the responsibility for selecting and 
furnishing a detailed chart of leathers and the relative 
importance of each kind and color, which may be used 
by the shoe retailers of the country, as a dependable 
guide, and which should also prove of great benefit 
to manufacturers.” 


Discusses Outlook for Future Business 


Analyzing the present situation in the shoe and 
leather industry, in an effort to arrive at a basis on 
which to predicate a rational forecast of probable de- 
velopments for the remainder of the year, Merrill A. 
Watson, executive vice-president of the Tanners Coun- 
cil of America, said in part: 
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Inventory Improvement and Aids to Pur- 
chasing Power Cited by Vice-President Watson 
of Tanners Council as Factors Favorable to 
Better Business, while Chairman Mealley, of 
Color Committee, Emphasizes Important Ef.- 
fects the New “Era of Color” May Have on 
Retail Procedure. 













































“If you will give women shoes in good taste they will buy 
them,” said Miss Jessica Daves, managing editor of Vogue. 


“The question that confronts us today is simple to 
pose, but difficult to answer. Do the conditions in the 
past six months represent a short term movement or 
are they symptoms of a malady that will linger on? 
Naturally, any conclusions we may reach may have to 
be shifted rapidly in the light of national or inter- 
national developments. But that is a risk we must 
undertake. 

“Since last July, shoe production has shown an ex- 
ceedingly rapid drop. As long as adjustments in pro- 
duction had to be made, this sharp curtailment may 
be considered as beneficial and as leading to an earlier 
return to higher levels of output. In the past six months 
output has been averaging almost thirty per cent less 
than in the preceding year. This curtailment of pro- 

[TURN TO PAGE 29, PLEASE] 
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Rhea Nichols speaking 
for kid tanners. 







Pauline Morgan says 
“Patterns first.” 






Ru‘h Kerr speaking for Calf tanners. 





Women’s Style Conference First Considers Immediate 
Promotions and Then Lays Out Future Program. 







WHAT NOW...And WHAT for FALL? 








@ FF to a snappy start . . . and on to a snappy finish. First, more retailers were heard from and more discus- 
With retailer Albert Wachenheim in the chair, the sion from the floor made for a more active meeting. 
Women’s Style Conference packed a lot of present facts Second, the program was divided into two parts— 
and future forecasts into a ninety minute meeting. Summer Selling and Fall Discussion. 

Two new features marked this season’s program. This idea of proceeding from the known to the un- 
known was an excellent one. When Spring has barely 
begun, Fall seems very far behind. Starting the 
meeting with solid present facts helped to bridge the 
gap between now and then! 

Five retailers gave their pictures of the selling sea- 
son up to Labor Day, from five different sections of 
the country. Lou Tuffly from Houston, Texas; Harry 
Fontius from Denver; David Hirschler from Norfolk; 
Al Pauly from St. Louis, and Frank Livers from New 
York. 

























i phe ee 


All five agreed on the importance of blue shoes and I 
black patent leather—past history in the South to sell t 
up to Easter in the other sections. Four out of five f 

Cc 


reported success with copper tones in calf, with Arthur 
Livers dissenting. P 
Prospects for white shoes looked as promising as 
last year to four of these men, Mr. Hirschler reporting 
15 per cent less white bought than last Summer. 
White pigskin was highlighted from Texas for both th 
sports and dressy types. Also brown and blue linens 
Rate Milins Gcdihadle: aloes for town wear. Wheat linens with tan trim were 
headlines in the news. stressed from St. Louis. Prints were mentioned by 






ir 
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Albert Wachenheim, Jr. of New Orleans, 


chairman of the women’s style session. 


David S. Hirschler, Hofheimer’s, Norfolk, 
anticipates good white season. 


by RUTH HARRINGTON 


Chairman Wachenheim. Combinations of brown and 
white were reported strong in the South and not ex- 
pected to reach any great volume in Denver. 

And so on into Fall, with four of the leather stylists, 
Pauline Morgan, Rhea Nichols, Kate Goldstein and 
Ruth Kerr discussing futures for Fall. The question 
that started something early in the discussion was what 
to expect of suede this Fall. Miss Nichols stated her 
belief (and she emphasized “personal opinion”) that 
suede would be 30 to 50 per cent less important than 
last Fall—smooth leathers and reptiles taking up the 
difference. She also expected to see less gabardine. She 
based her statement on comparative figures from early 
leather sales and on a fashion feeling for smooth sur- 
faces in new pattern types. 

Several speakers from the floor raised questions on 
this point, while Miss Kerr, speaking later, pointed to 
the predominance of dull fabrics in Fall import coat- 
ings as a factor in favor of suede shoes maintaining 
their usual Fall majority. 

Other points made by Miss Nichols were: An em- 
phasis on softer, lighter treatments in general, with 
the bulky, thick soled shoe as a special promotional 
fashion. Drapery in a shoe considered best when con- 
centrated in a simple area so as not to complicate shoe 
production. Stitching tucking, underlays, braid and 
subtle throat ornaments important as trimming details 
. .. a recession in perforations for the later Fall season. 

High cuts figure as a carry-over silhouette rather 
than the dominant pattern trend, with lower lines in 
pumps and slip-ons the newer fashion. “Mudguard” 
ireatments important in dressy as well as tailored treat- 
ments. Sleeve gores with fresh interpretations, depart- 


Arthur Livers,— 
the great dissenter. 


ing from the obvious cross-strap pattern. French Cuban 
(unbreasted) heels providing a new heel silhouette for 
promotion. A drop in tip and fox treatments. A possi- 
bility for new painted suedes as early Fall promotion. 
Open toe shoes good for the same pre-Fall period. 

In discussing patterns, Miss Morgan also highlighted 
pumps and slip-ons with sleeve gore and other elastic 
adjustments. Clog effects and wedge soles were men- 
tioned as fashion news in all grades of footwear. 

On the question of color black again leads, but with 
an increase forecast for brown. This may cause a 10 
to 15 per cent decrease in black. 

India brown, because it is more adaptable than the 
darker coffee (for wear both with black and colored 
coats) is expected to predominate in dressy and tai- 
lored types. Brighter browns, of the Havana family, 
are indicated for semi-tailored and sports shoes. Lesser 
interest in the Burnt Earth range for the same types. 

Reds are important for contrast shoes, in clearer, 
brighter, less brown tonalities than before. Porto Plum 
a promotional color. Little expected of green, blue 
again as a replenishment choice for carried-over Spring 
clothes. 

A telegraphic summary fashion firsts was given by 
Miss Goldstein in her “News Headlines” . . . still fur- 
ther condensed as follows . Importance of All 
American fashions. Pumps and step-ins get the pen- 
nant for patterns. The World’s Fair will mean demand 
for comfortable shoes. Shoes controlled by new ad- 
justments. Expansion program on gores. No regimen- 
tation in fashion, variety of styles. Full house on 
materials—suede, calf, kid, patent and reptiles (the 5th 
suit). New alliances in patterns and so on. 





Page ‘8 


The press sets the ap- 
parel background, Wil- 
liam Schaefler of 
Men’s Wear, and John 
Reilly, Boot and Shoe 
Recorder, highlight the 
fashion picture. 


Chairman George Hess pleads for a 
clear statement of plans and policy for 
Fall by retailers. 


A VERY welcome unity of purpose was the keynote 
of the meeting of the Men’s Style Committee of the 
National Shoe Retailers’ Association in Le Perroquet 
Suite of the Waldorf-Astoria on Monday afternoon, the 
first day of the Styles Conference and Leather Show. 
George Hess of N. Hess and Sons, Baltimore, sat in the 
chair, and with him were Joseph Geuting, Jr., last year’s 
chairman, and Herbert Rich, Jr., son of Herbert Rich 
of Washington, who made his first appearance on the 
rostrum of this Style Committee. 

George Hess divided the meeting into three divisions; 
the press which forecast the apparel trend, and its effect 
on shoes; the industry in the persons of several last, 
pattern and rubber sole manufacturers, and finally the 
retailer in a discussion from the floor. This last phase 


BOOT AND SHOE RECORDER, April 2, 1938 


ONITY of PURPOSE 
MARKS VIGOROUS 


Industry and Retailing Combine to Make an 
Active Fall and Winter Selling Season. Plans 
Call for Sponsorship of the “Complete Ward- 


robe” Promotion ... Brogues Most Important. 


of the program was especially. interesting and might 
well have been developed to greater length if time per- 
mitted. 

In his opening remarks the chairman reviewed the 
past performances of the Style Committee, which have 
been characterized by a reluctance on the part of the re- 
tailers to express an opinion on the future. Said Mr. 
Hess: “We are all quite willing to talk about last Sum- 
mer and last Fall, but none of us seems willing to ex- 
press opinions as to the future. We are coming of age, 
and the ingenuity and pioneering of certain shoe manu- 
facturers and retailers are meeting with decided con- 
sumer acceptance for ideas which never would have 
been accepted but through active and intense promo- 
tion.” 

While this committee conference was directed to a 
discussion of styles for next Fall and Winter, Mr. Hess 
expressed the hope that some consideration would be 
given to the cruise business of next Winter. 

The pleas for information on volume shoes directed 
to the National Shoe Retailers’ Association have been 
increasing for some time; but Chairman Hess felt that 
it was not really a function of this meeting and that 
some plan should be laid to take care of this in the 
future. 





~~ . Oe wee oe 
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MEN’S MEETING 


Herbert Rich, Jr.. George Hess and Joseph 
Geuting, Jr., look interested as Mr. M. Cutler, 
of the Avon Sole Co., shows a new treatment. 


There was a unity, too, of fashion information in the 
discussion of the press in forecasting the apparel trends 
for Fall and Winter. Among those talking were William 
Schaefler of Men’s Wear, John Reilly of Boot anp 
SHoe Recorper, William Jackson of Esquire and 
Apparel Arts’ group, Bert Bachrach of the Men’s 
Apparel Reporter. By the time Mr. Bachrach, who was 
the third speaker, addressed the audience, he said there 
was very little more to be told, since his information 
coincided with the other speakers completely. Schaef- 
ler’s description of the men’s apparel trend was an 
elaborate and thorough one. 

John Reilly described the importance of the intensely 
promoted semi-sports suit, which is really the cutting 
of the same materials for town and country wear. He 
said: “In the acceptance of this more casual attire, cer- 
tainly the importance of sturdy brogue patterns would 
increase.” This incidentally was the consensus of 
opinion of the various men speaking for the apparel 
trades. 

William Jackson of the Esquire group asked for a 
further distinction of the leathers which comprised the 
reversed calf group, and remarked that “reversed calf 
was a leather for country shoes, and that buckskin was 
the ideal reversed leather when worn in town.” He 
described further a Father’s Day promotion which his 


Arthur Chase, Vulcan Corporation, 
shows a “husky” brogue fashion 
note for Fall. 


organization is sponsoring, and asked the cooperation 
of retailers in it. 

Joseph Geuting, Jr., of Geuting’s, Philadelphia de- 
scribed a promotion, the sponsorship of which the 
National Shoe Retailers’ Association is considering. It 
is modeled on a plan originated by the Associated 
Woolen Industries, and calls for a shoe wardrobe type 
chart. Active discussion was aroused with Arthur Livers 
of Frank Brothers when he asked for a show of hands 
on how many retailers and manufacturers actually had 
such a shoe wardrobe. The very small percentage of 
those present who had such a wardrobe was amazing 
and brought forth the remark from Livers that “unless 
the public has sufficient money to buy the shoes, it is 
He said 
further, “It is a very good idea, and if all retailers 
would agree not to talk price, there would be some 
possibilities in the plan.” 
intermission. 

The second half of the meeting was devoted to the 
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not common sense to talk shoe wardrobes.” 


At this point there was an 











IF you have ever been influenced by advertising to 
the extent that you have gone to a store, and there been 
met with disinterest and lack of understanding and en- 
thusiasm on the part of the salespeople, you can appre- 
ciate how important it is that you BACK UP YOUR 
BUILD-UP. 

For Foot Health Week, you must have shoe stocks 
all sized up to render fitting service, window displays 
that make stoppers out of passers, store decorations 
that uphold the spirit of the event, and salespeople in- 
terested and enthusiastic about the whole thing. 

When a person thinks enough about Foot Health to 
come to your store, you cannot let him (or her) down. 
If you do, it will be disastrous. When they come ex- 
pecting much and get nothing, your reputation will 
suffer. They will be talking against you, not for you. 
And, believe me, they are going to talk. It’s up to 
you to be very sure that they talk FAVORABLY about 
your store. Give them foot comfort and they’ll sing 
your praises. Give them disinterested attention and 
they will howl their displeasure. 

Pep up your salespeople. Have even the least ex- 
perienced among them working enthusiastically. If one 
cannot do any actual examining and fitting himself, he 
can at least say, “Mrs. Jones, I want to have our Mr. 
Blank check up with me. I have some experience, but 
we don’t want you to have anything less than the 


FOOT HEALTH WEEK IN THE 
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Counsel of Mr. Blank, because he has twenty years’ ex- 
perience, and you know what that means.” 

Have a dinner in advance of Foot Health Week. If 
it’s a cooperative promotion, have the people from all 
the stores listen to speakers at a general dinner, the 
theme to be, “We are rivals, each anxious to make 
sales for himself and his store, but in a larger sense, 
we are striving to help the people of (town name) to 
have and enjoy greater Foot Health and the joys of 
Foot Health. So, whether you work for Smith or 
Jones, or White, remember that it is your duty to the 
customer, and to the other people who are gathered 
here to give your best. If we fail to give the protec- 
tion and comfort and health that depend upon proper 
fitting of shoes—if we lose sight of that spirit of the 
crusader—if we neglect to serve the best interests of 
our customers, then we are injuring ourselves, for once 
a person who comes to us seeking relief discovers we 
are not sincerely interested in rendering our service, 
she will be disappointed and discouraged, and sincerely 
condemn us as fakers. That is why, for our own bene- 
fit, we must uphold the highest ideals of service.” 


PEP up your store. To the springtime atmosphere 
left over from Easter, add new decorative notes that 
tell every customer you're all enthused about Foot 
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Health Week. Combine colorful decorations wiih dis- 
plays that dramatize your shoes and your service. Add 
green and white to the colorful orange and black of the 
striking posters. Dramatize “Feet in Action Need Shoes 
that Fit.” Combine the slogan with the material sup- 
plied by your own manufacturer. 

Make your windows real “traffic stoppers.” Get a 
real selling message across, as well as a colorful setting. 
Foot Health Week is the biggest event in the shoe man’s 
calendar and every store that does a real fitting job 
should step out strong to make the most of it. 

Children’s foot health should have an important part 
in any well balanced Foot Health Week promotion. 
Through advertising and in contacts with customers at 
the fitting stool, these points should be impressed on 
the minds of customers: 

Shoes should have plenty of toe room and a snug 
fitting ankle and heel. The opinion of a skilled shoe 
fitter should be accepted; not that of mothers or grand- 
mothers. 

Short shoes that cause toes to double up cause 
stumbling. Shoes fitted long enough allow toes to func- 
tion normally and body balance results. Be sure hose 
are large enough also. : 

The child’s walking shoes should be light weight, 


have flexible soles, with snug fitted heels and plenty of 
toe room. 

Then come the shoes with a slight heel elevation, fol- 
lowed in turn by shoes with a little arch development 
and a trifle higher spring heel. 

Guarding against short fitting or wearing shoes that 
may quickly become too short is very important at this 
stage. A normal child will outgrow its shoes in forty 
to fifty days! When this occurs delicate little toes force 
their way, and make “pockets” in the shoes. Every pair 
of shoes should be fitted by a competent fitter; cheap 
shoes or shoes selected on the hit-or-miss plan will prove 
terribly costly in the end. 


Children’s Rules tor Foot Health 


As girls grow up keep them in shoes whose heels al- 
low proper posture, and plenty of toe room, avoiding 
short vamps. She should not wear a 12/8 heel until she 
is at least 12 years old. Preventative medicine saves our 
children much sickness; preventative shoe fitting will 
guard them against foot ills. The following should be 
stressed in ads and windows: 

1. Toe straight ahead when walking. Toeing out 
weakens ankles and arches. 
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WINDOWS and in the STORE 


A dequate Stocks, Attractive Windows that Stop Passers-by, Store 
Decorations Emphasizing Your Foot Health Week Promotion, and 
Enthusiastic Salespeople Will Help Make the Week Successful. 





by 





R. E. ANDRUSS 


Right — The Foot Health 
W eek Poster, surrounded 
by action photos set on a 
plateau, carries out the 
idea that “Feet in Action 
Need Shoes That Fit” for 
an attractive window. 





FEET IN ACTION 
NEED SHOES 
THAT FIT 





FOR COMPLETE FOOT COMFORT 


TRY BRAND SHOES PLUS STORE NAME FITTING SERVICE 


) 


Your Foot Health Week story simply but forcefully told in a “steps” 
display with the poster prominently displayed against the back panel. 





Make-Believe 





WHEN Arthur Livers stood up at the Style Con- 
ference and said: “There are about 150 men in this 
room listening to a proposition to encourage men to 
own a balanced wardrobe of shoes for all occasions,” he 
followed up with the challenge: “I’d like to ask how 
many shoe men here present possess such a wardrobe 
for their own use?” In the show of hands, about a 
dozen men acknowledged a comprehensive wardrobe. 

There you have it, preaching what you don’t practice. 
it has ever been thus. Talk and advertise and promote 
something for the other fellow’s good and not take 
the advice ourselves. What looks good in theory is 
too often impractical in practice. As much as we might 
all approve of the idea of a comprehensive wardrobe 
of types of shoes that men should have, we know that 
shoes are not sold nor bought that way. But I suppose 
it is necessary for us to live in a “land of make-believe” 
even though we know that everybody in the “know” 
discounts the proposition when it comes to the actual 
purchase and the exchange of dollars for goods. The 
soft-impeachment—“Talk helps escape from reality.” 

In the same field of make-believe is the idea of 
enumerating a necessary wardrobe for students who 
are going back to school. What makes it all the more 
absurd is the fact that it is called “a balanced-budget 
wardrobe.” The first student’s wardrobe totals $250.00 
and of that amount, three pairs of shoes—one black, 
one brown and one dress—$22.50 for the three pairs. 
In a $400.00 wardrobe, four pairs of shoes—one black, 
one brown, one brown buck and one dress—$40.00. 
And the third selection, a $500.00 wardrobe, four pairs 
of shoes—one black, one brown, one Norwegian and 
one dress—$30.00. 

Well, if that’s wardrobe outfitting, it’s not favorable 
to the shoe industry—for the difference between the 
first and third selection is $250.00 in cash outlay, of 
which only $7.50 is marked down for shoes. But let 
it pass—let merchants play with hopes—while cus- 
tomers face reality. 

We took occasion to walk over to a men’s clothing 
store and asked the proprietor if ever in his experience 
any parents had bought a complete wardrobe as charted 
He replied: “Not so’s you would 


for any student. 
notice it. A wardrobe isn’t bought that way. It’s ac- 
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OUTLOOK 





wersus Reality 









By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


cumulated over the years and its purchase and use are 
spread over a long time.” 

So, phooey to all fancy thought and talk. This is 
the 2nd of April, 1938, and things are tough and may 
get tougher. Let’s talk in terms of what people actually 
want, and what they can pay for. To catch the imagina- 
tion of the young man for a new pair of shoes at a price 
to fit his pocketbook, that’s the thing to do. For young 
men have been knocked to the ground harder than any 
previous generation. They are facing life without 
blinders and cheaters. 

Twenty-five years ago the young man was sold the 
idea that by getting a white-collar job, he was set on 
the straight path to the executive’s chair and big money. 
He was taught that an education and a clerical job 
made him different and better than the rest. 

But today’s young man knows different. He knows 
that white-collar jobs are retreating. There are fewer 
of them as every day goes by. Every office has mechan- 
ized its practices and has simplified most white-collar 
jobs so that a little girl can operate them for less. 

The young man of today knows that an overall job 
gets the money when there is work to be had. Further- 
more, that manual dexterity, a craft and a trade experi- 
ence leads to foremanship and that if he develops skill 
in the supervision of other men’s work, he can 
walk to the top much faster through the shop than 
through the office. Go and see the number of college 
men who are applying for jobs in the fire and police 
departments. They have both brains and physique. 
They are a credit to their youth and abilities. These 
young men, in all walks of life, are evaluating a job 
for what it will bring in, in pay as well as in futures. 
They don’t want to go to work in white-collar jobs 
“on dead-end streets,” 

So I ask you—will these young men buy shoes by 
budget or by balance, in word-clusters prepared by 
people who want to sell them a bill of goods, or will 
they buy as they need and desire? In these very realis- 
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HERE'S HOW. .- 


In America today, there is a new and ever- 
growing legion of shoe merchants who possess 
a thorough knowledge of the human foot; 
its functions, its need for protection under 
various circumstances, and of the proper type 
of shoe for correct orthopedic fit. Such knowl- 
edge and fitting skill is by far the most valu- 
able asset a shoe dealer can possess. It’s 
distinctly personal. No one can deprive him 


of it. 


These merchants are developing bigger and 
better businesses. They are operating in 
high gear. But even they in far too many 
instances, aren’t fully conscious of their most 
valuable asset; and thus find themselves sup- 
plying their knowledge and skill at the fitting 


stool for the benefit of a brand or a trade- 
mark they do not own and never will own. 
Yet there are shoe merchants who still are 
rugged individualists, who don’t care to be 
subservient to a trade-mark and who insist 
that their knowledge of feet and skillful fit- 


ting deserves a liberal service profit. 


For such merchants Miller Health Shoes are 
building a consumer acceptance that repeats 
year after year. This acceptance applies only 
to the merchant and his valuable service. 

If you have read this far, let us urge you to 
drop us a line saying “I have read your ad— 
give me the whole story.” We have a real 
opportunity for men who want to capitalize 
on their knowledge of feet. 








THE MILLER SHOE co. 


ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 


CINCINNATI, 


OHIO 











THE ARCHES 
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I. JOINTS (Articulations of the Foot) 


THE bones of the foot are joined to one another at 
different parts of their surfaces, and such connections 
are termed joints or articulations. These joints are 
maintained in position by a complex and powerful 
system of ligaments. The importance of joints as a 
vital part of foot efficiency cannot be over-emphasized. 
The action, integrity, shape and strength of the foot 
as an efficiently functioning organ are greatly de- 
pendent upon the condition of its joint structure. 

Joints are divided into three main classes: 

1. Synarthrodial (immovable) 
2. Amphiarthrodial (slightly movable) 
3. Diarthrodial (freely movable) 

Diarthrodial (freely movable) joints are the type 
most found in the foot. By knowing the skeletal ar- 
- rangement and anatomy of the foot it is an easy matter 
to calculate the number and location of the foot joints. 

For example, the head of each metatarsal bone ar- 
ticulates with the bone in front, namely, the proximal 
phalanx. This joint would be called a metatarso- 
phalangeal joint because it joins a metatarsal and 
phalangeal bone. Hence, there being five metatarsal 
bones, each articulating with its corresponding phalanx, 
there is a total of five metatarso-phalangeal joints. The 
bones of the tarsus (posterior part of the foot) are in- 
volved in more complicated joints because their sur- 
faces are in contact with two or more bones. Thus, 
the cuboid bone may involve in the cuboid-metatarsal 
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OF THE FOOT 
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“The Human Foot,” Dr. Dudley J. Morton 


joint, cuboid-calcaneal joint, cuboid-cuneiform joint, 
and the cuboid-navicular joint. 

SYNOVIAL MEMBRANES are thin flat sacs found 
between many of the joints. They contain a thick viscid 
fluid called synovia. It resembles the white of an egg. 
‘The purpose of these membranes is to provide a lubri- 
cative action to the joint surfaces, thus facilitating 
smooth inter-joint action. The ankle has one large 
synovial membrane. Those of the tarsus and meta- 
tarsus are six in number. 


Il. THE PLANTAR FASCIA 


“Plantar” means sole, and “fascia” is a kind of tis- 
sue similar to ligament. The plantar fascia is a broad, 
thick and strong splay of fibers extending longitudi- 
nally across the sole of the foot. It begins at the heel 
and terminates at the toes. Ligament is not elastic 
tissue; that is, it does not contract and extend like 
muscle. The plantar fascia does, however, contain some 
elastic fibers, and hence is somewhat between ligament 
and muscle in action. Nevertheless, it is classified as 
a ligament. 

The fascia of the foot is the strongest in the body. 
It covers the entire sole, and is vitally important to the 
support of the inner longitudinal arch and the general 
maintenance of the foot structure itself. 


III. THE ARCHES OF THE FOOT 


While theoretically there are four arches in the foot, 
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And How They Function with Respect to Weight 
Distribution and Body Balance 


Here is a subject around which has been 
waged a warfare of words, involving the whole 
theory and practice of orthopedic footwear. 
Mr. Rossi makes no attempt to enter into the 
controversial phase, but in this brief article 
gives the salesman the essential facts every 
shoe man needs to have, with special refer- 
ence to the important inner longitudinal arch. 
Those salesmen who wish to pursue the sub- 
ject further may do so through the various 
textbooks and treatises which deal with this 
vitally important branch of foot anatomy 


by WILLIAM A. ROSSI 


in reality there is only one true arch. The four arches 
are classified as follows: 

1. The Inner Longitudinal Arch—beginning at the 
inner part of the heel bone and terminating at the head 
of the first metatarsal bone. It is composed of the 
following bones: calcaneous, talus, navicular, internal 
cunieform and lst metatarsal. This arch is supported 
by ligaments, muscles and the, plantar fascia which 
stretches across the concavity like a bow-string, pro- 
viding it with elasticity. 

2. The Outer Longitudinal Arch follows the line of 
the inner longitudinal arch except that it is on the outer 
side of the foot. With the foot skeleton there is a 
slight arch present here. With the tissue of the foot 
included, however, there is no true arch here. 

3. The Anterior Metatarsal Arch extends across the 
ball and is composed of the five metatarsal heads. 
Theoretically there is supposed to be a dome-shaped 
arch here, but when weight is borne by the foot this 
anterior arch region is level with the ground surface. 

4. The Transverse Arch extends transversely across 
the foot, just behind and beneath the instep. Although 
classified as a separate arch it is really a part of the 
inner longitudinal arch. 

Hence, there is but one true arch, the inner longi- 
tudinal. A “falling” of the other arches does not exist 
because there is nothing to fall. For example: pain 
or discomfort under the Anterior Metatarsal Arch 
region is due to a disproportionate weight-bearing on 
these metatarsal heads which are normally flat, not 
arched, upon weight-bearing. Relief by elevating these 
bones through various methods of treatment ‘is due to a 
more normal distribution of weight apportioned over 


Tht Four Anchia 
, the Foot 


unr Longitudinal Arch 


Outen Longikadimal Anch 


Sixth Article in Series 


HOW TO SELL SHOES AND SATISFY 
CUSTOMERS 


that area. “Arch raising,” as such, in this region is 
a misnomer for normalized weight distribution. 

The support of the Inner Longitudinal Arch consists 
of ligaments, plantar fascia and muscles. The lower 
ends of three leg muscles comprise the chief support 
of this arch. Foot muscles play a comparatively minor 
role in maintenance of this arch. The purpose and 
action of this arch is as a shock-absorber to the body 
weight in standing or walking. 


IV. BLOOD and NERVE SUPPLY of the FOOT 


Both of these systems are extremely complex. 
Arteries carry blood from the heart to every part of 
[TURN TO PAGE 53, PLEASE] 












I. R. GLASS 


Economist for Tanners Council of America, 
who testified before Senate Finance Committee. 


THE Tanners’ Council presented testimony March 19 
before the Senate Finance Committee on the new Rev- 
enue Law now under consideration by that body. I. R. 
Glass, the Council’s economist, on behalf of the tanning 
industry urged legislative action to remedy the inequal- 
ity faced by tanners in determining taxable income. 
He pointed out, that apart from any questions of spe- 
fic corporate tax rates, the tanning industry is pri- 
marily concerned with the injustice of taxing unrealiz- 
able inventory profits when no allowance is made for 
the inevitable, offsetting losses. 

“If tanners were required to pay tax on earned and 
realized income,” stated the Council’s representative, 
“we should have nothing to say on this score.” He 
went on to stress, however, that “tanners may be, and 
frequently are, required to pay income tax on earnings 
which cannot be realized, and which are neither avail- 
able for dividends nor the payment of tax.” That situ- 
ation arises from several factors. 

In the first place, the physical nature of the tanning 
business is distinguished in several important respects 
from the majority of processing or manufacturing in- 
dustries. Turnover in the tanning trade is extremely 
slow because of the length of the processing period. 
For that reason substantial minimum inventories must 
always be maintained by tanners. Such inventories are 
their stock in trade, and are as essential to a going busi- 
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TANNERS 
PROTEST 


Tax Inequalities 


I njustice of Taxing Unreasonable Inven- 
tory Profits When No Allowance is Made 
for the Inevitable Losses That Offset Them 
is Pointed Out by Council's Economist at 


Hearing Before Senate Finance Committee 





ness as vats, drums, or any other fixed assets. The 
importance of inventories to tanners may be gathered 
from the fact that 55 to 60 per cent of total assets are 
represented at all times by the value of inventory. 
Furthermore, raw material costs are a substantial 
part of the selling price of the finished product. Con- 


_sequently, the present required methods of determining 


taxable income may create grave injustice to tanners. 
The effect of these methods is to require that tanners 
include in taxable income for any year any increase 
in the value of their necessary and minimum inven- 
tories. Under these regulations, the taxpayer must 
assume that his cost of sales is based upon the earliest 
purchases of raw materials. Obviously, in a period of 
rising prices this method of costing sales will indicate 
substantial book profits. Such earnings can never be 
realized, short of business liquidation, because the 
tanner must always replace and maintain his essential 
inventory by purchasing raw materials at commensur- 
ately higher prices. 


THE Council’s brief to the Senate Finance Committee 
maintains that present regulations work no hardship 
for most industries where turnover is rapid and inven- 
tories are a minor part of total assets. In the tanning 
industry, however, the sale of any material must be 
[TURN TO PAGE 53, PLEASE] 
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YOU TAKE A LONG STRIDE : 
TOWARD BETTER BUSINESS when you feature“Bench Brand’ 
leather soles on Men’s Street, Dress, Sport and Work shoes! 


Real profits are not so much from the first sales as from the resales. Because 
“BENCH BRAND” sole leather helps each it enjoys greater and greater market 
favor. Hardly a mail comes in but what it brings requests for prices, deliveries, 
names of shoe manufacturers using it, a trade-mark die for sole stamping, or 
some consumer-quality-voucher tags. 


KISTLER “BENCH BRAND” SOLE LEATHER 
A BALANCED TANNAGE 


is more than many people ever thought sole leather could be. Some sole leather 
may lack the full fibre and compact structure required for wear. It may mean 
trouble when moisture reaches it. It may make the feet burn with anger at 
improper treatment. “BENCH BRAND” sole leather however compels respect, 
through surpassing quality, for its all-around serviceability. 


ig tower eran rea 


BRAND" SOLES IS ABOUT 13%, 
D CF THE WHOLE SIDE 


FOUNDED - 1840 
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YOU Esmer-ceady! 





S17 W. Teh Se, S416 Within = TTS Plewer Se. . Aruementer Mate... 4768 Colwade, Pesndene 


An advertisement from Wetherby- 

Kayser, Los Angeles, that reflects the 

variety of styles being offered there 
for Easter. 


A SUDDEN change to unseason- 
ably warm, sunshiny weather gave 
the Easter selling season a favor- 
able start in New York and through- 
out this northeastern area as Spring 
came in officially March 21. The 
change was a welcome one for mer- 
chants who have been counting on 
Spring and Easter buying to snap 
business out of its inertia and stim- 
ulate some real buying action in 
shoes. Considerable improvement 
was noted as a consequence of the 
change, and retailers lost no time 
in launching promotions to push 
those types of shoes where sales in- 
terest seems to be focused prin- 
cipally at this time, especially 
patent leather for women and the 
new brown shades in both men’s 
and women’s shoes. 









OPEN PATTERNS STRESSED IN. 
SHOE ADS 


EASTER 


BOOT AND SHOE RECORDER, April 2, 








1938 





O pen Toes Are Featured Everywhere Among the 
High Style Models, While Open Cross Strap Patterns 
and Open Heels Are Also Prominent in Promotions 


from the Southern Cities—Multiplicity of Leathers, 


with Patent and Reddish Browns Important in the List 


A significant development of the 
past week or two has been the de- 
cided increase in the number of 
men’s shoe ads appearing in the 
papers, reflecting the widespread 
belief on the part of men’s shoe 
merchants that now is the time to 
go after the business and tell men 
through advertising the story of 
what’s new for Spring. In New 
York, John Ward stores carried 
some interesting ads in which four 
shades of brown were mentioned as 
especially appropriate for the 
Spring season. Cordovan is also 
featured prominently in this firm’s 
advertising, as well as the grained 
leathers. 

Macy’s also features cordovan, 
calling it “almost a gift horse at 
our low price,” ($5.49), while in 
the men’s stores generally, a sig- 
nificant feature of the season as ob- 
served to date is the rather unusual 
number of gray shoes that are being 
shown this Spring. Referring to 
cordovan, the Macy ad called it 
“Best wearing of all leathers and, 
many say, handsomest. A rarity at 
$5.45, this shoe represents a tre- 
mendous value-—further enhanced 
by Macy’s expert workmanship, 
beautiful styling. The wing tip pic- 
tured is one of 43 models in this 
quality group, reduced to conform 
with lower price levels in the 
leather market.” 

“Nothing matches Spring’s high 
pitched mood like the sunshine 
glint of patent,” observed Franklin 
Simon, of Fifth Avenue, in an ad- 
vertisement featuring several of the 
perforated styles. “Step into a pair 
of these famous Parfait exclusives. 
See how they enliven your chic, add 
dash to your suit, point up your 
prints. Provocative with perfora- 


tions and open toes, yet with the 
unerring good taste that has always 
made our Parfait shoes favorites of 
smart New York women.” 

“All down the boulevards of 
Paris,” proclaimed Saks Fifth Ave- 
nue, “the black diamond brilliance 
of patent leather—sharp and spar- 
kling as seltzer—spiking the dim, 
mute colors of the new Spring 
clothes. Saks Fifth Avenue and 
beautiful shoes are synonymous, 
and here is a huge selection for you 
to mull over. All heel heights, 
styles that swoop up or down. 
Dazzling footnotes of varied formal- 
ity—wear them with everything 
from your taffeta redingote to your 

[TURN TO PAGE 36, PLEASE] 





Gh, hh he 
SPRING SHOE PICTURE 





















: A ey | 
memercen, 


wall HOSY COLORS 


sonny ton, copper, inde cley!... 
Men poe werdrobe erovad hove 











ih, new eccossery celery thet 
doy wondorda! A sprightly touch 
wth yew novia! beget ond grove, 
trrestetible with bives ond beck, 


HOPS tes bee 


242 80 BROADWAY 6801 HOLLYWOOD BivD. 452 F COLORADO, PasADERA 
SK eee 


rorebery co! 10.50 





Innes Shoe Co., Los Angeles, used 

this attractive advertisement to fea- 

ture a group of Spring shoes in the 
newest colors. 
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[CONTINUED FROM PAGE 15] 


duction was not followed by a commensurate drop in 
retail sales. On the contrary, the retail shoe business 
in the last few months of 1937 was almost as good 
as in 1936. And we should remember that there had 
been a progressive improvement in retail shoe sales 
since 1933. 

“Recently the retail shoe business has been less 
favorable as compared with a year ago. Nevertheless 
shoe sales have not declined to the same extent as shoe 
production. Naturally, the gap between production 
and retail sales has reduced shoe inventories. This 
reduction in shoe stocks is important because it indi- 
cates that sooner or later retailers may have to acquire 
as many shoes as they sell. It may not necessarily indi- 
cate that any backlog of demand has been built up: 
stocks can undoubtedly continue at their present level 
as long as there is a lack of incentive for the building 
of inventories by distributors. Possibly the fact that 
shoe production is expected to be close to thirty million 
pairs in February, or an increase of nearly ten million 
over the November-December levels, indicates that the 
development of at least hand-to-mouth buying equiva- 
lent to sales, may occur sooner than has been gen- 
erally expected. 

“The matter of purchasing power deserves emphasis 


today because in a period of poor business, everyone 
expects the worst, prepares for it, and I sometimes 
think is disappointed when it doesn’t come. I don’t 
think we can afford to make the mistake of drawing 
too strict an analogy between public buying power in 
this recession and in the depression of 1929. For ex- 
ample, in February, 1938, the index of rural retail 
sales maintained by the Department of Commerce was 
only slightly lower than a year ago. There is no need 
to analyze the new farm bill to prove it will aid in 
maintaining farm purchasing power. Consumers in 
cities may fare less fortunately, but even here we 
cannot overlook the fact that regardless of what the 
public relief appropriation does to the budget, it does 
support purchasing power. 

“Present retail business seems to give meagre con- 
solation to distributors because a year ago sales were 
gaining ten, fifteen, and twenty per cent. As we pointed 
out last Fall, even if a slump had not come, that rate 
of gain could not continue and the most optimistic of 
sales budgets would have had to be tempered with some 
realism. An average cut of ten per cent in retail sales 
of shoes this year would be far from being disastrous. 
On the contrary it would leave unit volume greater 

[TURN TO PAGE 34, PLEASE] 
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Sbicca-DelMac process of stock fit- 
ting requires particular accuracy and 
uniformity in the preparation of out- 
sole and innersole. Because both 
pieces are derived from one sole, 
precision in sole rounding and sole 
FOR CEMENT splitting are very important. 


ATA The soles of Sbicca-DelMac shoes may ! 


be attached by any of four standard 
/ slits. processes: Cement — Lockstitch — 
Pe. | if _ ay >] McKay Sewn — Goodyear Welt. 
— 


[ne meee Complete U/C Equipment for stock- 


fe np Wt SOLE 


fitting and attaching the soles of — stitcninc 
Sbicca-DelMac shoes affords manu- mover c 
facturers the advantages of maximum 
operating economy at lowest avail- 


able machine costs. 


CEMENT SOLE ATTACHING 
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The interior of this new store is simply and tastefully furnished in the modern manner with 
fixtures and furniture of walnut combined with a color scheme of ivory and rust. 


BROADWAY MOVES UPTOWN 


AN attractive addition to the retail shoe stores in New 
York is the David Leonard Shop at 2259 Broadway, 
corner of 81st Street. Finished in the modern manner 
on both the exterior and interior, this new store rivals 
the best on this ever-busy street. 

The exterior is done entirely in black Carrara glass, 
trimmed with bronze strips, except over the windows 
where a contrasting strip of ivory glass softens the 
severity of the black and aids in providing a well- 
illuminated store entrance. The store name and, as 
the store carries only the Red Cross line of women’s 


‘The New David Leonard Shoe Store at 

8lst Street and Broadway, New York, 

Rivals the Latest in Retail Shops Along 
Broadway’s Busy Length. 


Spacious and well-lighted display win- 

dows, set in a frame of black and ivory 

Carrara glass, provide attractive settings 
for the display of merchandise. 


shoes, the name of the brand of shoes, is carried out 
in red and yellow Neon across the store front, over 

the entrance. 
Ample space for well-lighted and attractive displays 
of footwear is provided by the modern set-up of display 
[CONTINUED ON PAGE 33] 
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Broadway Moves Uptown 


[CONTINUED FROM PAGE 32] 


windows. These, flanking the wide- 
angle store entrance on Broadway and 
also on the side of the store, are done 
in the curved or streamlined effect. 
The backs are of a natural-colored wood 
with a contrasting trim of walnut, the 
whole effect being for a well-lighted 
and inconspicuous background for the 
displayed merchandise. 

The interior of the store is an at- 
tractive and tasteful combination of 
color scheme and modernity which 
makes for the comfort of the customer. 
Fixtures and furniture are of Ameri- 
can walnut with the fitting chairs and 
stools upholstered in light brown frieze. 
Stock shelves aligning both sides and 
the rear of the store are set flush with 
the walls and are broken by inset dis- 
play niches and full-length fitting mir- 
rors at various intervals. The display 
niches, illuminated by hidden lights, 
provide space for the display of two or 
three selected styles and are so placed 
that they are in easy view of the cus- 
tomer who is being fitted. 

To the left of the entrance is lo- 
cated the accessory and wrapping coun- 
ter which is of the display case type 
so that accessories can be viewed by 
the customers waiting for their pur- 
chase. Additional space is provided by 
another display niche in the wall at 
the back of this counter. 

The fitting chairs, 36 in number, are 
aligned back-to-back in two sections, 
down the length of the room. Under- 
foot, a deep-pile rug of a rust shade 
covers the floor from wall to wall. 

Illumination is provided by the mod- 
ern diffused lighting fixtures of frosted 
glass and chromium which, coupled 
with the white ceiling and ivory walls 
over the stock shelves, give the room a 
day-time atmosphere both night and 
day. 

David L. Levy, owner of this new 
store, is well known in the New York 
retail shoe trade. He has been a steady 
subscriber to the Boor AND SHOE RE- 
CORDER since he started in the shoe busi- 
ness over 16 years ago. 

Mr. Levy opened an exclusive ju- 
venile shoe store in 1923 at 4243 Broad- 
way under the name of Ellkay Shoe 
Shops. In 1927 he opened another 
store at the junction of Fordham Road 
and the Grand Concourse in the Bronx. 
Both of the shops were exclusive ju- 
venile shoe stores. Then in 1932 he 
discontinued his Bronx store and de- 
voted his time to his original store 
where he added the Red Cross line of 
women’s shoes. He later moved to 
2275 Broadway where he discontinued 
his juvenile line and opened an exclu- 
sive Red Cross shop under the David 
Leonard name which he has used in 
his new store, opened at the start of 
the Spring season with the latest in 
feminine footwear for Spring. 

Employing four salesmen, his busi- 
hess has shown an exceptional gain 
over the corresponding period last year. 
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The exceptionally long wear 
delivered by Panco Sta-Tite 
heels, noted especially in the 


smaller sizes, accounts for 


their popularity with manu- 


facturers of women’s walk- 


ing shoes. 
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Conference Examines Shoe Outlook 
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than in any year with the exception of 1936 and 1937. 
And, if business activity generally should improve in 
the latter part of the year, an estimate of a ten per 
cent drop in retail shoe business may prove generous.” 














Leather Colors for Fali and Winter 


IN speaking of the shoe colors selected for the Fall 
and Winter season, George H. Mealley, chairman of 
the Color Committee of the Tanners Council of Amer- 
ica, referred to the wave of brilliant color that has 
swept over the country in the past thirty days. In spite 
of the present acceptance of these colors, he predicted 
that many women, as heretofore, will continue to wear 
white shoes and that blue will be good for Fall, with 
no radical change in the shade. With reference to Fall 
colors, Mr. Mealley said: 

“Because of what is being worn at the present time 
and the material colors of the Paris openings lead all 
color authorities to believe that Browns ranging from 
the light Golden Havana Brown to the darker Coffee 
or India Brown tones will be extremely important. 

“The importance of Brown and particularly Golden 
Havana for Fall is not based on the amount of Brown 
costumes which will be worn, but it is believed that 
shoes and bags will be used as an accent more than 
any previous season and brown is a natural accessory 
color for most of the important costume shades. 

“Without question we are going into the most im- 
portant color era that many of us have ever known. 
Women this Summer are going to wear more colorful 
apparel than ever before and this will have an influ- 
ence on Fall. Many claim that all Black apparel with- 
out being broken up or accented by color, will be 
incorrect fashion. 

“This accenting of Black with color will have to do 
primarily with the costume itself and with the acces- 
sories a woman will wear aside from her shoes. Be- 
cause of this effect, Black shoes will continue to be 
important for Fall, but not so important as last Fall. 

“Because of these radical changes that are develop- 
ing, it is going to be increasingly necessary for retailers 
to become ‘fashion-conscious’; it will be necessary for 
everyone in the industry to study color and fashion 
because this era of color can become an asset or a 








































tions they will cease to be beautiful and will instead 
begin to look like valentines. 

“The problem facing many interested in the develop- 
ment of correct women’s shoe fashions for Fall is 
what color is going to be worn with what. Black will 
give us very little concern as most women who do break 
their black costume up with color will continue to wear 
Black shoes. However, the volume of Black will be 
cut down considerably by colors which will be new in 
the fashion picture. There are two very important 
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colors in apparel which will have to be considered. 
These are in the Wine and Plum families. Both of these 
shades are exceptionally beautiful, but accessories will 
necessarily be considered with great care. There will 
be some small amount of business in Plum colored 
shoes, but the average woman wearing a Plum cos- 
tume will wear shoes of either Coffee or India Brown. 

“With the wine costume we face a rather different 
situation. There has been a steady increase in the 
volume of Wine accessories, and we will see many 
women wear Wine colored shoes with a Wine costume; 
probably, a much smarter tone will be those who wear 
the Golden Havana shade with the Wine costume. 

In concluding his address, Mr. Mealley mentioned 
and described the Fall leather colors for both women’s po ca SP a nope 
and men’s shoes as designated by the Textile Color | 4 4/! F aa oo 9 
Card Association. These colors and the place of each is 
in the fashion picture were published in the Leather 
Section of Boot AND SHOE RECORDER, March 19 issue, 
pages 72 and 73. (More conference news page 52.) 
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With Cushioned Comfort and Smarl Style 


The “MARLENE” — 


Vanity Last 





Style No. 560. Black kid 
blucher oxford, arch brace 
and metatarsal construction. 
Kid quarter lining. Vanity 


Rohn Nu-Matic Cushioned Shoes provide you with 
a Profitable Feature Set-up. A live sponge rubber 
cushion — arch brace — Metatarsal Pad. Floating 
Comfort is assured. All styles shown are in stock 
for immediate delivery. 


ROHN NU-MATICS MAKE WALKING A PLEASURE 
The “GRACIA” 


Vigorous Men’s Meeting 
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industry and was opened by Howard Vining of Jones 
and Vining who answered Chairman Hess’s question, 
“What is the trend?” by saying that “Forty per cent 


Arch Hug Last 


Style No. 540. Black kid blucher 
oxford, arch brace and meta- 


tarsal construction. Kid quarter 
lining. Arch hug last, 3-point 
cushion 12/8 heel. Sizes 
AAA 5/9, AA 4%/9, A 4/9, 
B $%/9, C 3/9. D & E 2%/9. 


of the lasts being sold were of a custom toe expression 
and that the trend was toward a still wider custom 
type.” He remarked further, “That the ski type of shoe 
can be either killed or made depending on its proper 
detailing.” 

The second speaker for the industry was Arthur J. 
Chase of Vulcan Corporation, who took his keynote 
from the apparel speakers and agreed thoroughly that 
brogues were a real necessity. He showed a number precio ar aimee [a 
of shoes which definitely reflected the “brute” influence. | quarter liming. Foot - Former 

This trend to heavy brogue types was further de- ig Bg sag saat pveiye? 
veloped by Daniel R. Lane of the Dunbar Pattern Com. | 44 4%/9, A 4/9, B 8%/9, 
pany who felt that while this Fall was to be a season | ° °/7?¥> 74 en 
of variety, heavy, rugged-looking shoes, bluchers over BEWARE 

i , Note the fame on the arch-brace and say 
good, full-toed lasts with double sole or heavy crepe 3 Poiet metsteal pod. Visible to your costomer’s evs ow 
rubber soles were definitely in the picture. He said Nenaene atti cea 
the Tyrolean pattern was the biggest single influence. 

Dick Jewett of the Jewett Pattern Company built his 
talk around a three-period season for Fall and Winter. 
The first to be two-tone effects, combination of prints, 
or prints and solids; the second a light brogue type for 
early Fall promotion; the third a custom toe, heavy 
and with full brogue detailing, and the fourth the new 
“mudguard” effect. 

The wedge heel which had been discussed earlier in 
the meeting without attracting very much attention 
found its place in the discussions of the two representa- 
tives of the rubber sole manufacturers, Mr. M. Cutler, 
Alfred Hale Rubber Co.; Mr. L. E. Packard, Avon 
Sole Co. 


The “BUCCANEER” 


Foot-Former Last 
Style No. 502. Black kid south- 
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SWAN Airy-Tred cork sole sandals 
can be a profitable part of your 
spring and summer business. Supe- 
rior workmanship and fitting qual- 
ities, combined with a grand array 
of patterns and materials, assures 
consumer acceptance. May we 
send you our 1938 nautical san- 

dal catalog? 
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SWAT SHOE COMPANY | 





gabardine suit.” The ad, reproduced 

herewith, pictured five styles out of a 

collection of 16, all priced at $12.75. 
“There’s magic in our open toes,” 





Saks Fifth Avenue emphasized the 
style importance of patent leather 
in this advertisement. 


said Wetherby-Kayser of Los Angeles. 


“Magic that will bring the wings of 
Mercury to your feet—magic that will 
carry you triumphantly on ‘through 
Easter. And it’s modern magic. Magic 
tuned to Twentieth Century tempo and 
styling. Seven of our open toes are 
sketched. Among them are blue shoes, 
patent shoes, copper tones, flowered 
styles. There are, literally, hundreds 
more. In short, we’re ready to make 
you Easter-ready!” 

Under the headline “Spring,” Miller 
& Rhoads, of Richmond, Va., said in a 
striking half-page ad that pictured a 
full dozen of the newest styles: “We 
lay before you the news about shoes. 
All that’s fresh and exciting about 
Spring Footwear—and there’s plenty 
of it—as shown in our huge selection 
on the second floor. ' Revolutionary 
lifted soles — pixilated perforations— 
airy insteps! Daring designs and un- 
usual trimmings! Color rampant! We 
offer you styles for everything from 
tramping through the woods to waltz- 
ing in the moonlight. Come in and be 
fitted to your ultimate satisfaction!” 

Featuring a group of “Shoes That 
Fool the Eye,” Bonwit Teller, of Fifth 
Avenue, New York, explained that 


“Every shoe on this page is here be- 


Open Patterns Stressed in Easter Ads 


[CONTINUED FROM PAGE 28] 
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cause it performs an optical trick. ‘It 
makes your foot look smaller than you 
ever thought it could. “As in ‘Trompe 
I/Oeil’ painting, every trick of perspec- 
tive is used. Bonwit’s famous shoe 
salon for years has been practicing 
‘Trompe L’Oeil.’ Remember our Flats? 
Our Operettas? This season there are 
wonderfully exciting new illusions— 
soles are rising (5% in. high), straps 
are twisting like gala paper streamers, 
and heels are shot forward under the 
ball of the foot.” 

Illustrating a group of pinpoint pat- 
ent perforated shoes, Maling Brothers 
of Milwaukee announces that “Again 
Maling overcomes time and distance in 
bringing to you the footwear hit of the 
fashion world almost simultaneously 
with its presentation at the Spring 
Paris openings. You’ll be months ahead 
in these differently, distinctive, bril- 
liantly smart patterns, worked in soft, 
supple pinpoint patent. If you can re- 
sist their lure you’ve got more will 
power than the fashion forecasters.” 

Pack-Wolin of Detroit ran an adver- 
tisement showing three styles of wedge 
sole Spring shoes and captioned it 
“Cubits Make Good. The most aston- 
ishing shoe in a hundred years,” this 
ad called the wedge sole idea. “A really 
new idea in shoes designed with a bal- 
anced beauty . . . they have no heel in 
the usual sense... . You get height but 
walk buoyantly along a flat surface.” 

“You will be giving closer attention 
than ever to the selection of your shoes 
this Spring because every pair is in- 
tensively styled,” remarked Straw- 
bridge & Clothier of Philadelphia in an 
unusual advertisement that featured 
12 different lines of s. “More often 
than not, it is th chat keys the 
costume. That is v 1¢ Strawbridge 
& Clothier Spring -. a is most im- 


portant to you. Probaviy more famous 
[TURN TO PAGE 53, PLEASE] 





Cutlers of Chicago, feature one of 


the season’s popular reddish tans. 
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Tom O’Brien Joins 
Collins-Morris 


New YorkK—Tom O’Brien, for the 
past three and a half years sales rep- 
resentative of Dunn & McCarthy, Inc., 
Auburn, N. Y., in the metropolitan 
New York area, has resigned from that 
firm to join the Collins-Morris Shoe 
Company of St. Louis. Mr. O’Brien will 
sell from the Chaffee plant of the com- 
pany with their line of growing girls’ 
shoes, from Denver, west, making St. 
Louis his headquarters. 

The Chaffee plant started the manu- 
facture of shoes less than eight months 
ago and today is already profitably in 
excess of 3,000 pairs of growing girls’ 
shoes per day. The plant was con- 
structed for a capacity of 7,000 pairs 
per day and the management feels quite 
sure that during the Fall season an 
output of 5,000 pairs daily will be 
reached and that by next Spring oper- 
ations will be at full capacity. 

Mr. O’Brien was born in St. Louis 
and started in the shoe business there 
with the Rice-O’Neill Shoe Company. 
Later he was with the Milius Shoe 
Company for five years before joining 
Dunn & McCarthy three and a half 
years ago. Lee Collins and Edward 
Morris were both with Milius at the 
time Mr. O’Brien was with them, and 


1938 


TOM O’BRIEN 


he states that he is very glad of the 
opportunity to get back to his home 
town and renew old acquaintances. His 
family were in the retail shoe business 
in St. Louis from 1860 to 1928 under 
the firm name of the T. J. Reid Shoe 
Co. 





Attractive Display Announces Contest 


Wichita, Kan.—Being contest-minded and desiring to know more about shoe 
fashions for Spring, Wichita, Kan., women have entered the $2,000 cash prize 
Rice-O’Neill National Fashion Contest, locally sponsored by the Jones-O’Neal Shoe 


Co. 


This window display tying up with the national contest has brought scores — 


of women into the store, and according to Ned O’Neal has made many sales of 
footwear. Direct mail to customers brought many to the store while the window 


display itself attracted others. 


The window display was made at the time of the 
annual Spring showing of merchandise. 


The clever display was made by E. E. Gilbert, display manager for Jones-O’ Neal. 
The central feature was the large poster furnished by Rice-O’Neill. To each 
shoe was attached a green ribbon radiating to the type of shoe pictured on 
the poster. Two screens were in orchid satin, blending with the apple green floor 
covering of the window. The bases of the three floor plaques were of light green 

with white tops, matching the panels in the background. 


| chant. 
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April 1938 No. 30 
Published monthly in the interest of, 


and to promote a wider distribution 
for, better shoes for children. 


WHAT IS WRONG WITH THE 
CHILDREN'S SHOE DEPARTMENT? 


WHY Is Its Location Generally Poor? 

WHY Do Display Men Neglect Children's 
Shoes—Rarely Giving Them Enough 
Window Promotion? 

WHY Is Children’s Shoe Advertising Usu- 
ally Concentrated on Sale Merchan- 
dise—With Price the Dominant Sell- 
ing Factor? 

WHY Do Better Grade Children's Shoes 
Rarely Get Thoughtful Promotion? 

WHY Is the Better Grade Shoe So Small a 
Proportion of Total Volume? 

WHAT Are the Remedies to Correct 
Situation? 


DO THESE QUESTIONS mean anything to you? 
Then “Let’s Look at the Record.” The 
above problems are analyzed in “Let's Look 
at the Record”’—a scientific study of the 
operations, and helpful suggestions for 
the improvement of the operations, of the 
average children’s shoe department—just 
prepared by our Advertising Agency. If you 
haven’t received your copy, write for it 
today. 


the 


% GET MORE children’s shoes sold right. 
Last year thru the medium of Posner's 
Pointers we published four articles describ- 
ing interesting procedures and formulas for 
increasing children’s shoe business. These 
contain interesting facts and figures that 
should be a guide to any thoughtful mer- 
Now in pamphlet form—available 
on request. 


ff coop WILL—“The effort of the manu- 
facturer to win the good will of the public 
under trade marks and trade names should 
be hailed as the highest and finest form of 
competition. The public is made the final 
arbiter. Advertising is an earnest and sin- 
cere effort for enduring good will—adver- 
tising is today’s pledge of fair trading, fair 
prices, honest labels, and full value.” Earl 
D. Babst, Chairman of the Board, Ameri- 
can Sugar Refining Company. 


4 MR. ARTHUR MATTAL, Proprietor of 
the Atwood Junior Footwear, 1530 San 
Pablo Avenue, Oakland, California, writes 
to advise that the opening of his new 
children’s shoe shop was warmly received 
by mothers of Oakland, and suburbs. A 
substantial business was done from the 
day the shop opened its doors, the 10th of 
March, and a record volume of business has 
been reported daily up to this writing. 


« THESE TIMES move fast and furious. 
The public has plenty of distraction— 
economically and socially. Just as you 
can’t catch fish without bait .. . 80 you 
can’t catch a customer today without an 
idea . .. a “hook” in your selling. A 
basically sound selling idea is that of cor- 
rect “Body Balance” ... a health idea of 
the utmost importance exclusive in Dr. 
Posner’s Scientific Shoes. A _ scientifically 
re-designed last makes the idea make good. 
Have you investigated the pulling power 
of this oldest line of children’s shoes? A 
post card will bring complete information. 


DR. A. POSNER, SHOES, INC. 
140 West Broadway New York, N. Y. 
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Official Two-Color POSTERS 
for National FOOT HEALTH WEEK 


ORDER NOW! 


This striking orange and black 
poster is the official insignia of 
the biggest shove promotion 
event of the year. Start your 
program now to tell your 






community 










FEET IN ACTION 
NEED SHOES THAT FIT 






National Foot Health Week 
‘May 2nd to 7th 







These official Posters are BLACK and ORANGE 
on heavy offset paper, size 17 x 22 inches 


5 for $2.00 100 for $18.00 20 for $4.50 
10 for $3.00 (WE PAY POSTAGE) 30 for $6.00 
These official posters are a necessary part of your promotion program. 
































. MATRICES OF SIX 
239 W. 39th St., New York ILLUSTRATIONS 
SHIPPED Please send us.........-. FOOT HEALTH WEEK POSTERS, 
OM, isveaes SETS of matrices of FOOT HEALTH WEEK Included are reproduction 
F LA T ILLUSTRATIONS. of Foot Health Week Pos- 
chads Check (or Money Order) enclosed, or......Mail C.0.D. ter in two sizes, and four 
ae plus postage. other timely illustrations 
PUMMES. icc ccrcece ccccevccnccecccceavesccotcvocvccesses for $1.50. 
Address ..... A a a , FOOT HEALTH WEEK 
Fe ae go gh eI a oe aa ADVERTISING 
PLEASE PRINT YOUR NAME PLEASE MAKE CHECKS PAYABLE 
~. AND ADDRESS CLEARLY TO BOOT AND SHOE RECORDER 
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Shoe Exports to 
Puerto Rico Drop 


WASHINGTON, D. C.—Sales of leather 
shoes from continental United States to 
Puerto Rico, which normally buys more 
American-made shoes than all foreign 
countries combined, dropped sharply 
during January as a result of the five- 
week longshoremen’s strike, accord- 
ing to a statement by the Puerto Rican 
Trade Council. 

“Although many dealers reported 
fairly adequate stocks to carry them 
over the strike period, retail sales 
slowed up considerably owing to wide- 
spread unemployment resulting from 
lack of raw materials in the Island’s 
needlework industry and _ building 
trades,” the council states. 

“Only 31,000 pairs of leather shoes, 
valued at $38,500 were received on the 
Island during January, as compared 
with 154,000 pairs valued at $166,300 in 
the same month a year ago. 

“In the course of the strike, which 
started January 3, not a ton of cargo 
was loaded or unloaded in Puerto Rican 
ports, and stocks of many styles and 
sizes were quickly exhausted. Although 
official figures are not yet available 
for the month of February, statements 
from some shipping lines indicate that 
total shipments for the month may have 
been above the month of February last 
year, even though the strike was not 
terminated until February 10. Sales 
of shoes to the island are expected to 
reach record levels during March as 
distributors endeavor to build up their 
reserve stocks.” 

Sales of all goods to the island from 
continental United States amounted to 
only $2,530,000 during January, the 
report states, as compared with ship- 
ments of $6,800,000 in January a year 
ago. A large percentage of the goods 
received came by parcel post. Business 
leaders on the island estimate perma- 
nent losses up to $2,000,000 owing to 
the shortage of food and other quick 
consumption merchandise during the 
strike, but anticipate that much of the 
loss will be regained during the next 
few months. 


Posmantur’s Hold Spring 
Style Revue 


BuFFALO, N. Y.—Posmantur’s, Inc., 
staged one of the most dramatic con- 
sumer fashion revues of footwear this 
season in Broadway Auditorium, the 
largest municipal hall in the city, at- 
tracting upwards of 3000. In addition 
to the style show in which professional 
models displayed the newest Spring 
styles in men’s shoes for all occasions, 
there was a floor show and dance, all 
of which was free to the public. 

Started 16 years ago as an experi- 
ment in a small private hall, the an- 
nual Spring style revues of Posman- 
tur’s have developed into the largest 
exhibition of its kind in the local area. 
From time to time larger halls have 
been rented for the revue until now 
the largest auditorium in the city is 


’ 


Above—Style 3005. Imported Brown Waterproof Calf 
with English Calf quarter lining. REMOVABLE 
SPIKES. Price $3.90 tax paid. 


Style 3080—As above, White and Brown combination. 
Price $3.90 tax paid. 


Style 3010—Exactly as 3005, only Avon Nap Sole, 
8/8 Square breasted heel. Price $3.50. 


IN STOCK AAA to C—3 to 10 


A. SANDLER CO. 





Below—Style 8380, Brown 
,~ White Elk combina- 


—Calf quarter lined, 
spike Soles. Price 
$3. 00" tax paid. 


Bon ™ Po oo eee only all 
tax pase. 
IN STOCK. HA to C—-3 to 9 " 
— P & 
N SS 


STREET. BOSTON, MASS 





necessary because of the great out- 
pouring of friends and customers of 
the company which operates stores in 
Main Street and in the Broadway-Fill- 
more community shopping center of the 
East Side. 


Lederman Opens in 
Santa Monica 


SANTA Monica, CaLir.—Harry Led- 
erman has opened a very smart family 
shoe store at 1238 Third St., this city. 
This block has only recently been op- 
ened to retail business and is regarded 
a 100 per cent location due to the many 
high-grade varied stores already estab- 
lished there. 

Mr. Lederman is well known in the 
retail shoe trade, and the store-full of 
flowers from both the retail and whole- 
sale trade attested to the many well 
wishes of his friends. Mrs. Lederman, 
secretary to C. H. Baker, will continue 
her present position. W. L. Ramsey, 
formerly with Wetherby-Kayser, is as: 
sistant to Mr. Lederman, while Miss 
Cly Chandler has charge of the hosiery 
and bag section. 


Whites Lead in South 


MIAMI BEACH, FLORIDA—Mrs. M. 
Bartls, Manager of the I. Miller Shoe 
Store reports Parisand to have been an 
outstanding color during the past sea- 
son. This is a shade slightly on the red 


tone and has been matched in bags. So 
far for the past four months of the 
season white has outsold everything 
else. Blue has been very good and 
blue and white a good combination. It 
is not a dark blue that is wanted, but a 
royal or coronation blue that sells best. 
This is particularly true of the more 
dressy type sandals. However, for the 
“Going Away” shoe to be worn with 
the darker Spring outfit, navy gabar- 
dines are important. 

In white shoes, suede and doeskin 
have been leading. A lot of kid has 
been shown in dressy sandals. Up to 
the present there has been a slight re- 
sistance to open’ toe oxfords but they 
are more in demand now. Business 
this past season has been unusually 
good, running at least 25 per cent 
ahead of last year. 


Theodore Scholl 


MILWAUKEE, W1s.—Theodore Scholl, 
58, a buyer for Albert H. Weinbrenner 
Co., shoe manufacturers, died recently 
in a local hospital. Mr. Scholl had been 
associated with the firm for more than 
35 years, and as a leather buyer trav- 
eled extensively in the East. He was 
a member of the Knights of Columbus 
and the Wisconsin and Civitan clubs. 
He is survived by his wife, Elizabeth; 
four daughters, Catherine, Betty Jane, 
Mrs. Eugene Nord and Mrs. Carl Pat- 
terson; and two grandchildren. 
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wm FASHION’S 
BAROMETER 


Our Brockton designers present 
two new lasts . . . top favorites 


for Fall 1938. 


Give these advance showings 
prompt consideration and defi- 
nite places in your new line of 


Fall shoes. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL 2, 1938 


NATIONAL NEWS 





Warm Weather Spurs Chicago Shoe Trade 





Patents Lead in Black but with Colors Very Much in Picture; 
Open Shoes and Perforations Are Important 


CHICAGO, ILL.— Warm sunshiny days 
with balmy Spring breezes during the 
past few weeks have given Chicago shoe 
business the necessary seasonal tonic to 
keep the new styles and colors moving. 

At present black patent leather is 
a top seller, with blues, and copper 
shades also, in the picture. In calfskin 
copper, roseberry, “lidosand,” “red 
earth,” “rouge tan” and other similar 
shades are topping black, blue, brown 
and other colors. Blue is also still very 
strong in the picture, with a lot of 
volume business still being done in 
gabardines. Beige is beginning to sell 
and several shops report some interest 
in gray. Brown remains fairly close to 
blue in the sturdy footwear selling 
story. 

Most surprising trend in:the picture 
has been the heavy demand for not 
only open toes, but also for open heels. 
Open shanks are also being played and 
sold heavily. Pinpoint perforations are 
good in all materials and all styles. 

Wolock and Bauer in the North Mich- 
igan Avenue exclusive salon, have 
found a black, flower-printed patent 
sandal in which the print colors are 
baked in the leathers, one of its out- 
standing creations, being sold with bags 
to match. 

O’Connor and Goldberg have consis- 
tently devoted their promotions and 
advertisements almost exclusively to 
patent leathers in their Canyon red 
and Parisian blue. These promotions 
have included their entire price range. 
One advertisement of The Costume 
Booterie ran as a “News of the Shoes” 
number, stating “The trend this Spring 
to patent leathers is surely well justi- 
fied .. ..they are so admirably adapted 
to the colorful new mode... to coats 
... to suits ... and to frocks... 
they have their place with every cos- 
tume.” 

This store has also been consistently 
pushing python, featured as “The 
leather, tanned by experts, is soft and 

[TURN TO PAGE 42, PLEASE] 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

April 25, 26, 1938 

Fall Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York 

May 2, 3, 4, 1938 

Boot and Shoe Travelers Association 
of New York, Beefsteak Dinner, 
Hotel Roosevelt, New York City, 
PAWN cbc Seca sine cuctencies May 3, 1938 

Buffalo Shoe Travelers Association, 
a Show, Hotel Statler, Buffalo, 

NGM ls eo ncncceees May 8, 9, 1938 

Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 29, 30, 31, June 1, 1938 

Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore 

May 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 

Hotel, Cincinnati, Ohio 
June 5, 6, 7, 1938 

Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass. June 6, 7, 8, 1938 

Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7, 8, 1938 

Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

June 12, 13, 14, 15, 1938 

Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 

June 12, 13, 14, 1938 

Michigan Summer Shoe Fair, Pantlind . 
Hotel, Grand Rapids, Mich. 

_ June 19, 20, 21, 1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, II. 

June 20, 21, 22, 23, 1938 

Pennsylvania Shoe Travelers Associa- 
tion, Style Show and Convention, 


William Penn Hotel, Pittsburgh, Pa. 
June 26, 27, 28, 1938 





Additions to Midwest 


Fair Committees 


CINCINNATI, OHIO—In announcing 
the members of the committees in 
charge of the Midwest Shoe Fair to be 
held in Cincinnati, on June 5th, 6th, 
and 7th the name of Mr. Edward Hor- 
witz was mistakenly omitted. 

Mr. Horwitz who is connected with 
the Chas. Meis Shoe Company of Cin- 
cinnati, Ohio, is a member of the En- 
tertainment and Style Shoe Committee. 
He has for the past several years been 
in charge of the very entertaining 
shows put on at the banquet during 
the Fair and will be doing the same 
work again this year. Mr. Horwitz 
has already done a great deal of work 
in connection with this year’s show and 
assures the committee as well as the 
shoe industry in general that the floor 
show this year will far exceed anything 


‘as yet put on by the Fair. 


There has also been an addition 


made to the Publicity Committee. Mr. 
W. T. Nowack, with the Krentler Last 


Company, has been made the St. Louis 
publicity representative. 


Committees Appointed 
for Iowa Fair 


Des MoINnes, IowA—The Iowa Shoe 
Travelers’ Association will hold its next 
meeting at Hotel Fort Des Moines, 
Des Moines, on Saturday, April 16, in 
connection with the Iowa Shoe Fair to 
be held June 12, 13 and 14. This Fair 
is expected to break all records. A 
Committee appointed for the Fair is 
made up of O. R. Blechinger, chairman 
of entertainment, with W. P. William- 
son and C. F. Payton assisting. 

Arthur Brayton, secretary of ‘the 
Chamber of Commerce Convention Bu- 
reau, will give a brief address of wel- 
come Monday night, June 13. This will 
be preceded by a banquet followed by 
a special nine-feature entertainment 

program. 

Recently the Des Moines Shoe Re- 
tailers’ Association met with the Iowa 
National Shoe Travelers’ Association 
to outline a plan to reorganize the 
Iowa Retail Shoe Dealers’ Association. 
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Buy THis Book 


New, Enlarged Edition — 


MORE QUICK HELP FOR SHOE RETAILERS from 
the only book of its kind; an encyclopedia of practica- 
ble, workable ideas for the experienced merchant. 
Not a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 123 specific shoe promotions, 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


” 
“2800 RETAILING IDEAS 
enables you to get into action from. the hour 
it reaches your hands. Concise, all “meat,” it 
is ten books boiled down into. one—a time-saver 
for the busy a der of important 
details; the most economical promotion you can 
buy. Some of the 39 LONGER CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas 











yours at a very 


ae economical cost. HOTEL ii PAID 
“4 it with 
ine i] AUDITORIUM = 











The charm of a Michigan 
Avenue address -the lux- 
ury of Hotel Auditorium 
service - the convenience 
of its "just off the Loop” 
location - the delights of 
its world famous dining 
room -all these are now 


MICHIGAN AVE. AT CONGRESS ST. 





355 Pages 


$3.00 











Prize, Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 
Management ane aw Ideas 
Merchandising 

Employer-Em ae Ideas 

Ideas That 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 


39 Longer Com Credit pat — Ideas 
vi ie 
Chapters Spring and Summer Ideas 


Mailing List Ideas 
Dollar Day Ideas 
Mother’s 
post Hosiery Ideas 

More than 2800 ideas, ten for a cent; 


one used more than pays for the book. 
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ake Stores More Attractive 


oting Contest Ideas 


ay Ideas 


New York, N. Y. 




















Warm Weather Spurs Chicago 
Shoe Trade 


[CONTINUED FROM PAGE 41] 


pliable . . . the color is a lovely neutral 
shade ... and the beautiful pattern is 
the natural marking of the genuine 
snake skins.” 

“Feet first from Paris,” was the 
Blums-Vogue theme in promotion of 
patents, stating “Paris sponsors the 
bright flash of patent for prints—for 
the new black-and-white outfits so im- 
portant at the openings. So, Blums 
sponsor these Delman hand-made pat- 
ents, specially designed for new Spring 
costumes.” 

Palmer Boot Shop in the $5.98 range 
is also successfully pushing python. 

Cutler’s, selling in the $3.98 range, 
are continuing to base a good many 
promotions on the Hollywood theme. 
Incidentally the State Street store of 
the group appropriately broke into the 
Spring window promotion with a run- 
ning fountain which issued from a base 
of flowers. 

They have featured “Exclusive Pat- 
ents—Two Hollywood celebrity shoes 
that make your Spring outfits sparkle 
like the stars.” Pinhole patent is fea- 
tured’ as “A pointed style tip for 
Spring.” 

Maling Brothers, although in the low- 
price range, have produced some of the 
most outstanding shoe promotions. They 
are organized for the most part by 








colors, with their “Rhapsody Blue” and 
“Lidosand” protected by copyright. 

“A Cocktail for your Foot this 
Spring,” is the theme for pinpoint 
patent by the same company, described 
as “a very clever and really beauti- 
ful pick-me-up for drooping Spring 
spirits.” 


G. H. Sauer Named 
Napier Secretary 


MINNEAPOLIS, MINN. — G. Henry 
Sauer, who, for the past six years has 
been associated with Napier’s Booterie 
—for the past two as manager—has 
been appointed secretary of the com- 
pany in addition to retaining the oper- 
ating management of the shoe store. 

Mr. Sauer has had wide experience 
in the retail shoe trade and in merchan- 
dising promotion. Before coming to 
this city as assistant manager of Na- 
pier’s, he was with R. H. Fyfe & Co. 
in Detroit for seven years. 





Predicts Greater Prosperity 
for Tanners 


BuFrFraLo, N. Y.—A period of greater 
prosperity is in store for the tannery 
industry, but the upward level will not 
reach that of ten years ago, is the 
opinion of Daniel J. Boyle, of Boston, 
secretary-treasurer of the National 





Leather Workers Association, a CIO 
affiliate, who stopped in Buffalo re- 
cently, en route to Gowanda to ad- 
dress the tannery workers of that city. 

“The industry will not hit its stride 
of a decade ago,” Mr. Boyle said, “be- 
cause of technological replacement of 
workers and the greater use of substi- 
tutes by the consumer.” He expected 
a lot of business to develop from the 
style shows. 


Additions to Compo Staff 


Boston, Mass.—Harold Gaquin, who 
has represented the Compo Shoe Ma- 
chinery Corp. in the Haverhill terri- 
tory for several years, has joined the 
staff of the Boston office, and will 
assist with shoemaking problems and 
general service work. Bernard Daugh- 
erty has been appointed to take his 
place in the Haverhill territory. 

Pennsylvania has been established as 
a separate territory, and William Duffy 
has been appointed representative. 

These promotions are in line with 
the policy established by the general 
manager, L. P. Nemzek, of training 
and recruiting men for responsible posi- 
tions within his own organization. 

All these men are well qualified by 
experience to take on additional respon- 
sibilities, and the company feels that 
these changes will tend to promote 
the efficiency of the organization in the 
handling of its increased business. 
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Physical Culture Opens 
New Store 


New York—For the convenience of 
ynid-town Manhattan shoppers, an ex- 
clusive Physical Culture Shoe Store for 
women was opened at 20 West 39th St., 
on April 1. This marks the third new 
Physical Culture Shoe Store opening 
within the past four weeks. 

According to L. A. Leopold, general 
manager, this store was planned at this 
address, just west of Fifth Avenue, in 
order to cater to the smart women who 
shop along the avenue. In planning 
the stock, special care has been taken 
to be completely sized up to fit all 
lengths and widths of feet in the higher- 
styled Physical Culture shoes for 
women. 

The new store is completely modern 
in every respect. The front has the 
identification characteristic of all ex- 
clusive Physical Culture Shoe stores 
in large bronze letters. So that the 
store can be easily located by women 
coming west from Fifth Avenue or 
going east to the avenue, a large double- 
faced sign projects over the sidewalk. 
This sign carries the words, “PHYSI- 
CAL CULTURE Shoes,” in red and 
blue neon. 

The interior of the store features 
a color scheme of beige, ivory and dark 
brown. There are simple chrome chairs, 
with brown leather seats with beige 
and tan striped backs. Two-tone ma- 
roon carpeting will accent the deeper 
tone in the color scheme. Modern coni- 
cal wall brackets and new grill-work 
lighting fixtures assure a diffused glow 
of light without glare. All the inte- 
rior decorations have been designed to 
appeal to those who can make best se- 
lections of footwear in an atmosphere 
inviting, restful, and smart.’ 


Early Reservations for 
Second Buffalo Show 


BUFFALO, N. Y.—Louis Rubin, presi- 
dent of the Buffalo Shoe Show, an- 
nounced March 26 that a number of 
reservations have been made since the 
close of the last Shoe Style Show for 
the next event of that character on 
May 8 and 9, at the Hotel Statler. A 
large number of manufacturers made 
reservations for the next show before 
the last one came to an end. Reports 
from representatives of the shoe ex- 
hibitors at the last show, Mr. Rubin 
said, were particularly enthusiastic. 
The travelers who regularly make this 
territory, reported that they did a 
very good business and that the orders 
placed and the prompt deliveries that 
followed proved a big merchandising 
help to retailers, some of whom had 
allowed their stocks to become rather 
thin. The shoe manufacturers who ex- 
hibited for the first time reported that 
the unexpectedly large attendance af- 
forded them an excellent opportunity 
to meet representative retailers in the 
Western and Central New York terri- 
tories to introduce their new lines. 
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Johnson-Stephens & Shinkle Shoe Co. 
use Scuffless “PYRAHEEL” for two reasons: 


(1) “PYRAHEEL” is always uniform. Makes 
manufacturing easier. Produces betterf-look- 
ing shoes. (2) Women prefer Scuffless heels 


or 


because they won’t check, crack or scuff. 
Specify “PYRAHEEL” on your next order. 


Me 


E. |. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





Dayton Retailers Change 
Meeting Date 


DAYTON, OHI0O— The Dayton Shoe 
Retailers Club will meet on April 20 
instead of April 13, the usual meeting 
night. This change has been made be- 
cause of the original date falling dur- 
ing Easter week. 

Another unusual program will be 
presented to the members. Cost of the 
dinner has been reduced from $1.50 to 
$1 per person as a result of action 
taken at the last meeting. This is ex- 
pected to result in increased attendance. 


Pidgeon’s Hold Spring 
Style Review 


ROCHESTER, N. Y.—A capacity crowd 
of women attended the Pidgeon’s Shoe 
Store shoe style review held recently. 
This presentation was the first ex- 
clusive shoe style show ever held in 
Rochester by a retail store, according 
to the Pidgeon’s management. There 
was a complete showing of the Spring 
and Summer styles. 

A factory representative of one of 
the lines was on hand to explain in fuli 
the make-up of the shoes as manne- 
quins from a prominent ladies’ apparel 
shop modeled the styles. 

The public was asked to select the 
styles that the models wore as they 
paraded across the platform. 


Open New Store 


NEW BRUNSWICK, N. J.—Uchin 
Brothers opened a new «store at 82 
Church Street recently. They were 
formerly located at Church and Dennis 
Streets, about two blocks from their 
new location. An entirely new build- 
ing was built at the new location, with 
property occupying four lots. The 
store occupies the two center lots all 
the way through, and the two on 
either side for about twenty-five feet 
in the rear, thus affording them splen- 
did stockroom space. Windows and dis- 
play space are very well worked out, 
and the interior furnishings are all 
new and modern in design. 

Guests at the opening reception were 
present from Paterson, Newark, New 
York and Philadelphia. Several floral 
pieces were received from friends. A 
buffet supper followed the formal 
opening. 


Nunn to Speak at Dinner 


TOLEDO, OH10—Henry L. Nunn, Mil- 
waukee, president of the Nunn-Bush 
Shoe Co., will be one of the principal 
speakers at the annual dinner of the 
Chamber of Commerce in Toledo on 
April 19. At the dinner Mr. Nunn will 
explain his annual wage plan, which 
gave him national renown. Senator 
Edward R. Burke, Nebraska, will be 
the other speaker at the event. 
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Children's Shoes 
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HAND LASTED 
CHILDREN’S SHOES 
Finest Quality 


PEDICRAFT SHOES—Swanson & Ritner Sts., 
Philadelphia 
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Follows in Father’s Footsteps 


Los ANGELES, CALIF.—After’ selling 
shoes on the road for 25 years with 


the West Coast as his territory, E. . 


Casey Jones liked the business and the 
territory so well that he trained his 
son, Claude E. Jones, to travel along 
with him. Together they make a good 
working combination, as do the sev- 
eral other “father and son” shoe trav- 
eling hook-ups working out of Los 
Angeles. 


CLAUDE E. JONES 


For 16 years, Casey Jones repre- 
sented the Holland Shoe Co. here, now 
for the past nine years he has carried 
the Heywood line, Denver West and 
Hawaii. This season his territory is 
extended to include the larger cities of 
Oklahoma and Texas. He also repre- 
sents the Taylor line from Denver, 
West and the Islands. 

Claude E.-Jones has been working 
under his dad for two years now. He 
makes all the cities not covered by 
his father with the Taylor line. He is 
well grounded in his father’s method 
of not trying to sell shoes, but to serve 
his trade in endeavoring to aid shoe 
buyers in solving the problems that 
arise in their men’s shoe business. 


B. J. Kaplan in Florida 


Boston, Mass.—B. J. Kaplan of the 
Colonial Tanning Company is spending 
two months at Miami Beach, Florida, 
taking a well-deserved vacation which 
he has passed up for a good many 
years. Mr. Kaplan has been connected 
with the patent leather industry for 
almost a quarter of a century and has 
had a great deal of experience with 
colors, and was one of the originators 
of colored patent leather. 

His son Kivie, has just returned to 
the Boston office after having been 
away on a six weeks’ vacation taking 
him through California, Texas, Louisi- 
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STOCK NO. 462 


New Prospects 
Every Day* 


Mrs. Day's Ideal Baby shoes will be 
worn by most babies during the earli- 
est stages of foot development. What 
better reason for them to keep on 
wearing shoes of this brand as they 
grow older? Mrs. Day's Flexible 
Hard Soles (2-8) are sold in many 
juvenile shoe departments and should 
be sold in all. 


*Approximate number of new- 
born infants every day in U. S. 


MRS. DAY’S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 











ana and other points of interest in the 
western and southern parts of the 


country. 


Slipper Co. Moves Office 


New York—The Well-Worth Slipper 
Company is moving its office from 118 
Duane Street to room 553, Marbridge 
Building. It is the intention of the 
company to give up jobbing in New 
York and to confine its interests to 
the manufacture of men’s hard-sole 
slippers. William Manowitz is to be 
in charge of sales at the New York 
Office, and Hyman Freedman will have 
charge of production at the factory at 
Honesdale, Penna. 


Stenchever’s Hold 
Fashion Show 


PATERSON, N. J.—A.fashion show of 
shoes and dresses of the Spring season 
was held in Stenchever’s Paterson store 
recently. The aim of the show, as ex- 
plained by Max Bodner, proprietor, and 
Irving Friedenrich, advertising man- 
ager, was to acquaint the public with 
pace-setting styles now being offered. 
Professional models wore the clothes, 
and an announcer at a microphone de- 
scribed each ensemble in detail, point- 
ing out the outstanding feature of 
each. A very gratifying response met 
the show, which was the third of its 
kind held by Stenchever’s. 
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These fee Mexican HUARACHES 


Pronounced WAH RAH’CHEZ 





It pays in dollar profits and customer satisfac- 
tion to sell Ball-Band Leather Work Shoes. 
The same high standards of quality, fit and 
long wear, for which Ball-Band rubber foot- 
wear is so famous, are also incorporated in 
this superior leather work shoe line. Let the 
well-known Red Ball trade-mark and the con- 
sistent Ball-Band advertising help you build 
up a profitable work shoe business. Write 
us today for full details. 


Millions know the Red Ball means better footwear 


$23.50 per doz. (Wholesale) 


The same famous sandal from Mexico which we 
advertise in Vogue, Harper's Bazaar, Esquire and 
other national magazines, at $3.75. 


Carried in stock for immediate delivery 
in all sizes for men and women. Comes 
in pure white as illustrated or in a dark 
brown shade. 


A good summer sandal for any locality but par- 
ticularly recommended for resorts and vacation 
spots. 


The Huarache is a crude Peasant sandal hand- 
woven of Genuine leather. Low heels and loose 
heel straps. Sizes are marked in centimeters from 22 
to 30 corresponding approximately to sizes 3 to 12. 


TRADE \ 


BALL \» BAND 


we 


MISHAWAKA RUBBER & WOOLEN MFG. CO., 
280 Water St., Mishawaka, Indiana 





Minimum order 1 Doz. pairs. 


The QLD MEXICO SHOP 


SANTA FE-- NEW MEXICO 








N. Y. Shoe Men Aid 
Fund Drive 


NEw YorK — Under the general 
chairmanship of former - governor 
Alfred E. Smith, a separate committee, 
made up entirely of men connected with 
the shoe trade, has been formed to 
further the drive of the Catholic Chari- 
ty Fund. 

John Slater, J. & J. Slater, has been 
named as chairman of this shoe and 
leather division. Others on the com- 
mittee include George R. Golterman, 
Frank H. Miller, John J. Holden, 
Thomas Callahan, Robert Emmett, 
Frank McLaughlin, F. Paul Riley and 
Charles Havranck. 


Adams Opens Family Store 


VALPARAISO, IND.—Jack Adams, who 
for the past two years has been oper- 
ating the shoe section in Adlers De- 
partment Store at Lebanon, Ind., on a 
leased basis, has recently acquired a 
lease on the store formerly occupied 
by the LaForce Shoe Store of this city 
for the past twelve years. 

Mr. Adams, who has had long expe- 
rience in the shoe business, will be re- 
membered as the buyer of shoes at the 
Pettis Dry Goods Co., of Indianapolis 
and Hatch’s at West Palm Beach, Fla. 

Mr. Adams in his new location will 
sell men’s, women’s, and children’s 
shoes. 


George W. Ludebuehl— 
An Appreciation 


By GEORGE M. GARMAN 


Former President, Middle Atlantic 
Shoe Retailers Association 


In the death a short time ago of 
George W. Ludebuehl, of Pittsburgh, 
Pa., our shoe craft has lost a member 
whose place it will be difficult to fill 
and may never again be occupied. As 
a merchant, as a citizen, and as co- 
worker with his fellows both in business 
and his church affiliations he was out- 
standing. 

The fifty-year-old retail shoe business 
established by his father, and later con- 
ducted by his brother, Christian, and 
himself, is a reflection of the two men. 
Its ethics and the quality of its offer- 
ings were of a sort that would attract 
a clientele in keeping with the char- 
acter of its owners. 

With these natural characteristics it 
is not surprising that George gathered 
to himself a wide range of friends 
among his neighbors, in his city and 
throughout the industry with which 
he was associated. His desire for ser- 
vice was great. He extended his counsel 
and his helpful experience to any who 
might ask for it. His activities in as- 
sociation work were great and extended 
over a long period. He served as a 
member of the board of the Middle 
Atlantic Shoe Retailers Association for 
many years and was the president of 


that organization for the terms of 1927 
and 1928. His sense of humor was as 
pronounced as his business sense, and 
with a flair for rhyming, made his 
quips both amusing and remembered. 
To these qualities were added a broad- 
ness of view and a tolerance of ideas 
and standards that were not his own. 
Of pronounced rectitude and a self- 
restraint that almost verged on au- 
sterity, yet his presence in an environ- 
ment somewhat more free was never 
permitted to act as a drag on his asso- 
ciates. As an associate of his organi- 
zation work, and as a friend whose 
fellowship I enjoyed, and whose loss I 
feel deeply, I wanted to give expression 
to this tribute to a man whose char- 
acter and abilities were unusual. 
—_—_—_—_ 


Brooks Shoe Expands 


PHILADELPHIA, PA.—In an official an- 
nouncement, Brooks Shoe Mfg. Com- 
pany said last week: “It is now nine 
months since the ‘Pedicraft’ firm has 
been moved from Baltimore to Phila- 
delphia. In this short space of time 
we have made remarkable progress. 
Our production has been increasing 
steadily. For the coming Fall we will 
add a complete line of growing girls’ 
shoes to our line of infants’, misses’, and 
children’s, thereby conforming with our 
slogan, ‘Cradle to College Shoes.’ 

“Additional machinery and equip- 
ment are being installed to enable us to 
produce 1500 pairs of shoes a day.” 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 
















White Side 
nd 


Patent Chrome 
aes BandC $1.40 

12-3 ABandC $1.40 

HB ABandC $1.50 

DAVID T. NATHAN 

138 Lincoln S#., Boston, Mass. 
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Turn Shoes 
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KUSH-IN-EZE 
HAND TURNED FOOTWEAR 
IN STOCK 















@ L. B. EVANS’ SON CO. @ 


WAKEFIELD, MASS. 
PE A aT 
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Nurses’ Shoes 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 

Process 


IN-STOCK 





we,  QWENS SHOE Co. 
A-D. 24° 28 Goodhue St., Salem, Mass. 
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Hill Store in New Location 


MONONGAHELA, Pa.—W. B. Hill, who 
operates Hill’s Shoe Store, here, has 
announced the opening of his store in 
a new and more commodious location 
at 315 Main Street. 

Following his purchase of the build- 
ing, Mr. Hill made extensive alterations 
throughout the store in addition to hav- 
ing the latest modern front installed. 
The modern idea has been carried out 
throughout the entire store with a black 
and ivory color. scheme predominating, 





Made for loafing 





| Priced for selling 




















making it one of the outstanding retail 
shops in this locality. Mr. Hill has 
always made it his policy to feature 
better shoes and stress the point of 
proper fitting. 





Merchandising Rule Brings 
Success to Store 


Des MOINES, Iowa—The Bott Shoe 
Store, 640 Main Street; Dubuque, Iowa, 
has successfully and continuously served 
the public in the same location for over 
fifty years. For the five years since 
her late husband’s death, Mrs. A. Lin- 
coln Bott has been sole owner of the 
store, ably assisted by a personnel of 
expert shoe fitters. Mrs. Bott attributes 
the success of her store to the follow- Me. 
ing of one simple rule—namely, that 
the store stands back of every pur- 
chase, even to a new pair of shoes. 





BASS “HALF BREED” 


Another member of the 
famous Bass line! An ideal 
shoe for the house, 
locker, the camp, the beach. 
True moccasin construction. 


the 


Here’s a real salesmaker 
for spring. Get it in your 
shop early. The rest of the 
Bass line, too! New 1938 In 
Stock catalog, in full colors, 
free on request. G. H. Bass 
& Co., 306 Main St., Wilton, 


G. H. BASS & CO. 


Outdoor Footwear for ‘Every Purpose 
































Winslow Heads 
Machinery Firm 
PEABODY, MAss.—Sidney W. Wins- 


ceeding the late John H. O’Connor, Shoe Machinery staff. 





who was also vice-president of the 
United Shoe Machinery Corp. 

George R. Brown and Harold A. Os- 
low, Jr., has become president of the borne have become directors of the 
Turner Tanning Machinery Co., suc- Turner Co. Both are of the United 

































Valley. 


Streamlining Makes Attractive Front 


Staunton, Va.—The modern streamlined front of the new Lovett Bros. Shoe 
Store here, is of black Vitrolite glass at the base with the pilasters of green. 

novel effect is carried out at the base corners which are of fluted stainless steel. 
Besides adding to the attractiveness of the front, this idea affords protection to 
the glass base. The inside of the store was completely remodeled at the same 
time, making it one of the most outstanding retail shops in the Shenandoah 
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Designs Shoes for Britain’s Royalty 


London, England—Mr. Cronbach is a good example of the maxim that the 


flair for self-publicity often runs in inverse ratio to ability. 
almost mute when his gifts as a shoe-designer are discussed. 


In other words he is 
For although his 


work is well known to the Royal family, few others outside the trade have ever 


heard of him. 


Yet he is an acknowledged authority and his favorite pastime is solving prob- 


lems for manufacturers. 


Yes, I have designed shoes for Queen Mary,” he admitted reluctantly, “and I 
also designed a trousseau of shoes for Queen Elizabeth when she was Duchess of 
York. At different times I was lucky enough to be asked to work out designs for 
the Duchess of Gloucester, the Duchess of Kent and the Princess Royal.” 


“My wife, of course, is the real expert. 


on shoe fashions in the world.” 


She gave the first television broadcasi 


Motifs are gathered by these two from all parts of the world. 


Twenty years ago Mr. Cronbach had one aim—to 
But there was no one to design their models. Mr. Cronbach 


the cobbler’s trade. 


help British ex-soldiers learn 


stepped into the breach and helped. From that hobby has grown his permanent 
vocation. His Regent Street workshop is more of a real artist’s studio than many 


in Chelsea or Greenwich Village. 





Winslow-Smith to Begin 
Operations 


TILTON, N. H.—The Winslow-Smith 
Co. is completing plans for the open- 
ing of a sheepskin processing plant 
here, and operations will be started 
shortly, according to Edgar Paine, man- 
ager. 

The new division will receive sheep 
pelts and prepare them for the manu- 
facture of women’s shoes. A crew has 
been busy installing machinery and 
arranging large quantities of pelts re- 
ceived from stockyards. 

Operations are in charge of Manager 
Paine, who went from Massachusetts 
15 years ago to establish a similar plant 
in St. Louis, Mo. His daughter, Miss 
Marion Paine, a graduate of Washing- 
ton University, St. Louis, is office man- 
ager. 


Bonwit Teller Holds 


Customer Conference 


New York—Bonwit-Teller held its 
first customer conference “Spring Tonic 
Session on Clothes and Self-Discovery” 
on the Viennese Roof of the Hotel 


St. Regis the first five days of Spring. 
As explained by Mrs. Hortense Odlum, 
president, it was the purpose of these 
sessions to have customers and style 
executives view the fashion picture to- 
gether, to provide a link between the 
store and the women it dresses in order 
to help the customer solve her own in- 
dividual fashion problems. 

Problems including hair fashions, 
necklines, planning a Spring wardrobe, 
the “’tween-teen age,” assembling a 
traveling costume, pose and posture 
were presented, and simple solutions 
were found for each. An interesting 
comment was made on shoes to the 
effect that the upward trend in hair 
styles is reflected on the foot, namely, 
in the very thick soles, which owe much 
of their popularity to the fact that 
a “lifted” walk causes a lifting of the 
spirit—making the wearer feel younger 
and gayer. Pumps of many kinds were 
worn by the models, featuring several 
different heel heights and various com- 
binations of leathers. 


Stores Hold Style Show 


Hotyoke, Mass.—Many society girl 
models displayed the latest Spring 





ZiP— 


They're ON— 
They're OFF 


The answer to a 
Rider’s prayer. Boots 
that go on and off 
easily yet fit per- 
fectly. 


Another 
COLT SUCCESS 


IN STOCK 


A new style that will set the pace and keep 
the lead for years to come. ‘This feature is 
included in the Famous Colt popularly priced 
line of Riding Boots for both Men and Women. 
Write today for catalog B-5 showing these 


and Many Other Types 
of Fine Quality Boots 
OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


EST. 1899 

















fashion in gowns, millinery, shoes, and 
accessories at the Holyoke Spring Style 
Review, which was held in the large 
ballroom of the Roger Smith Hotel, 
March 25. The show was put on by A. 
Steiger & Co., Childs’ Shoe Store and 
McAusland & Wakelin, Inc. After the 
show, dancing took place in the Caprice 
Room at the hotel. 


Noted Stylist to Be 
at Portland Convention 


PORTLAND, ORE.—Henry S. Waters, 
general chairman of the Pacific North- 
west Shoe Retailers Association con- 
vention, which is to be held in. this city 
the last of May, is greatly pleased over 
the success of the program committee 
in their announcement that Mrs. Ethel 
Holland Little will be a featured 
speaker. Mrs. Little is from the staff 
of the Woman’s Home Companion and 
is a national figure in the world of 
style. She will have a message of con- 
siderable importance to the convention 
on the Fall fashion situation. 


Correction 


Owing to a typographical error, the 
price quoted in the advertisement for 
H. J. Justin & Sons, Inc., Fort Worth, 
Tex., which appeared in the March 26 
issue of BOOT AND SHOE RECORDER, 
should have read $3.35 instead of $3.25. 
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Camp Moccasins 
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HAND-SEWED . 
COMPLETE LINE-ALL STYLES 
IN STOCK 


No. 111 From $1.28V2 Up 


Send for 
‘caer’ H. CONJOR SHOE 60., INO. 
rm 197 Fletbush Ave., Brooklya, Ni 
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Carton Labels 
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RECOGNIZED 
HEADQUARTERS 







FOR SHOE RETAILERS 
WHOLESALERS AND MANUFACTURERS 
WRITE FOR SPECIMENS AND FULL DETAILS 


TOLMAN PRINT, Incorporate 


UNIVERSITY PRESS 
CAMBRIDGE MASSACHUSETTS 
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Men's Shoes 
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SPECIAL INTRODUCTORY 
OFFER 
$9 +10 


less 5%—30 days 









MEN'S 
HEAVY 
a 
or Black Elk, ae pont 
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insole. Sizes 6-10, 


QUICK SHIPMENTS | 


s4—6 4 -BROWN ELK MOCCASIN 
SiS—BLACK ELK MOCCASIN 


d . Insole. 
Sizes 6-10, 7-10, 
7-11. 


Send for Sample dozens today. 


MONARCH SHOE CO. 


(OF WORCESTER) 
Mfr. of Men's Dress Welts ATHOL, MASS. 


CAMP MOCCASINS 












Obituaries 


James J. O’Donnell 


SPRINGFIELD, Mass.—James J. O’Don- 
nell, of this city, manager of the E. T. 
Slattery Shoe Company of Boston, 
died recently at the Boston City Hos- 
pital after a brief illness. He was born 
here, and prior to 1926, when he as- 
sumed the position of manager of the 
Boston Shoe Store, had spent his entire 
life here. 

He received his elementary educa- 
tion in the public schools of the city 
and upon graduation entered the em- 
ploy of the Morse & Haynes Shoe Store 
of this city, where he worked for 14 
years, following which he went to 
Miami, Fla. On his return he went to 
Boston, where he became manager of 
the E. T. Slattery store. 

Mr. O’Donnell was active in social 
and political life locally and in Boston 
and numbered among his friends many 
men of political prominence. He was 
born in Springfield in 1883, the son of 
the late Terrence and Katherine (Sul- 
livan) O’Donnell. 

He was well known among fraternal 
societies here through the clambakes 
and steakroasts he conducted for many 
years. He was a musician of ability. 
Mr. O’Donnell was a member of Holy- 
oke Country Club, Home City Council, 
Knights of Columbus and many other 
fraternal societies. Besides his son, 
James J., Jr., of this city, he leaves 
two sisters. 


C. Vincent Badagliacca 


Los ANGELES, CALIF.—C. Vincent 
Badagliacca, 40, died in the Hollywood 
Hospital, recently, following a _ six- 
months’ illness. For the past year, Mr. 
Badagliacca operated the Foot Health 
Shoe Shop at 807 South Hill St., this 
city. During the short time he was in 
business here, he made many warm per- 
sonal and business friends. Previous 
to locating in Los Angeles, Mr. Bada- 
gliacca was in the retail shoe business 
in Paterson, N. J., for a period of 20 
years. He was the founder of the Ped- 
Agree Shoe Co., and made the study of 
feet and shoe fitting his life work. 

Surviving are his wife, Theresa, two 
sons, Vincent and Robert. The remains 
will be interred in the Holy Sepulcher 
Cemetery, Paterson, N. J., some time in 
April. Mrs. Badagliacca will conduct 
the business here until further plans 
are perfected. 


Morris Perel 


BALTIMORE, Mp.—Morris Perel, prom- 
inent figure in the wholesale footwear 
field of this market for many years, 
trading under the name of M. Perel, 
died at Sinai Hospital, recently, follow- 
ing a brief illness. Funeral services 


were held at his home, 2213 Callow 
Avenue. 
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ELAM'S 





PRE-WELTS 





PECIALLY lasted to fit the heel 

and arch and to provide room 

for growing toes. Elam's Pre-Welts 

guide young feet through normal, 
healthy growth. 

IN 
STOCK 
Sizes 2 to 8 


532—White Elk 


535—Black Elk 


FS. ELAM SPIOE CO. 











Born in Poland fifty-seven years ago, 
Mr. Perel came to this country as a 
youth. Shortly afterwards he became 
identified with the wholesale footwear 
field, and in time entered business for 
himself. In recent years he has occu- 
pied large quarters on South Hanover 
Street, which in recent years has be- 
come the center of the wholesale foot- 
wear field of the city. 

Surviving him are his wife, Mrs. 
Pary Perel; two daughters and two 
sons. 





Fred W. Rohr 


ToLepo, OHIc—Fred W. Rohr, 75, 
veteran Toledo shoe merchant, died re- 
cently in Toledo, after having been ill 
for several weeks. He came to Toledo 
in 1877 and became associated with the 
Wachter Bros.’ Shoe Co., owned by his 
uncles. In 1890 he formed the Rohr 
Bros.’ Shoe Co. He retired in 1929. 
His wife, a sister, and four brothers 
survive. 


M. A. Fernandes 


New BeprorD, Mass.—Manuel A. 
Fernandes, 78, for 27 years proprietor 
of a retail shoe store on Dartmouth 
St., died at his home in this city, re- 
cently, of a heart attack. He retired 
from active business in 1928. 

Mr. Fernandes came to this country 
64 years ago from Florer in the Azore 
Islands. He is survived by three sons. 
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Believes in Compulsory 
Foot Examination 


Boston, Mass.—Dr. Jonas C. Morris, 
director of the New Jersey Foot Health 
Association, believes that if compulsory 
examination of feet, with corrective 
treatment where necessary, were added 
to the already existing compulsory ex- 
amination of eyes and teeth in the 
public schools, the life span of children 
might be extended as much as fifteen 
years. He made this statement in 
Boston, where he had gone to attend 
the annual convention of the Massa- 
ehusetts Chiropody Association, held 
recently in the Hotel Statler. A bill to 
legalize such compulsory foot examina- 
tion has been introduced in the Massa- 
chusetts Legislature, and will be in- 
troduced in the Legislatures of all 
states, it is contemplated. At the con- 
vention it was pointed out, furthermore, 
that bills now pending before Congress 
call for periodic examination of the 
feet of the men in the United States 
Army and Navy. 


Hat Co. to Handle Shoes 


LITTLE Rock, ARK.—The Capital Hat 
Co., 108 West Capitol Ave., which has 
operated a men’s hat store here for 
several years, has added a men’s shoe 
department. Elmo Gustavson is man- 
ager of the shoe department. He is 
well known in Little Rock and has been 
engaged in the men’s shoe business for 
a number of years. Extensive altera- 
tions have been made in the store to 
provide space for the new department. 


Molbrook Bootery Moves 


CoLumBus, O0.—The Molbrook Boot- 
ery, 67 South High St., Columbus, will 
move April 1 to 204 East Broad St., 
D. R. Mahanna, president, announced. 
The store handles ladies’ and men’s 
shoes. 
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Additions at Childs 


HOLYOKE, Mass.—Thomas S. Childs, 
Inc., announce the addition of Charles 
E. Escott and William G. Bower to 
its staff here. 

Mr. Escott was a member of the 
office force of the Chemical Paper Co. 
and joins the. Childs Company as office 
manager and credit manager. 

Mr. Bower has been associated with 
A. S. Beck and McAuslan & Wakelin 
Co. in their shoe departments. He will 
be a salesman in the women’s shoe 
department. 


Collegiate Atmosphere 
Attracts Younger Customers 


SALT Lake City, UTAH — It takes 
more than a collegiate line of shoes to 
appeal to the restless, feminine younger 
generation and get them to buy. Steve 
Huff, manager of the Keith O’Brien 
shoe department, creates a collegiate 
atmosphere in the department with 
quick, snappy service on the part of 
the entire personnel. This type of ser- 
vice results in a heavier turnover of 
business, keeps all employees busy, 
holds the collegiate trade and con- 
stantly attracts more, since this type 
of a customer is always drawn to a de- 
partment radiating plenty of pep! 


Garofalo Bros. Form 
New Firm 


BROOKLYN, N. Y.—Garofalo Feminine 
Footwear, Inc., headed by Emil and 
James Garofalo, has been organized 
and will manufacture a smart line of 
finely-styled “bench made” and “proc- 
ess” shoes. Emil Garofalo will devote 
his time to styling and selling, while 
James will be in charge of production. 
Samples are now being styled and will 
be ready for display very shortly. 
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Call Them What 
You May 


KOOLKICKS 
SANDMOCS 
VENTMOCS 
MOC-HU-RACH-AS 
They'll Call for Them! 


IN STOCK for Men and Women 
A Beach Sandal if there ever was one! And 
not only for the beach but also general outdoor 
and indoor wear. The comfort secret is that 
they are of genuine moccasin construction. 
Dozens of merchandising angles for plenty of 
smart publicity for smart merchants. Write 
today for Catalog M-5 showing these 


and Many Other Genuine 
Moccasin Innovations 


OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


EST. 1899 














Visiting Home Office 


SALT LAKE City, UTAH— Lynn 
Knowles, manager of the Walk-Over 
Shoe Store, here, is spending a couple 
of weeks at the home office, the George 
E. Keith Co., in Brockton, Mass., help- 
ing the factory to plan and design the 
Fall line of shoes. 





U.S.M.C. Orchestra Entertains at Annual “Get-Together” 


Boston, Mass.—The United Shoe Machinery Corporation held its seventh annual “Get-together” at the Hotel Bradford 


recently. 


An important and extremely popular feature of the 
orchestra, composed entirely of Boston employees and executives of the company. 


evening was the concert given by the USMC 


The orchestra was under the 


direction of Joseph C. Stout, office manager. Over 2000 employees, executives and guests of the company attended. 
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“HIGHEST ONLY" 


EAST WEYMOUTH, MASS., U.S.A. 
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RESISTING TANNAGE 


GREAT EASTERN SHOE CO. 
186 LINCOLN’ STREET 


BOSTON 
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Boot Trees 
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NATIONAL BOOT TREES 
RETAIL AT $4.95 


Built on a new principle. Hold 
boots wrinkle-free while allow- 
ing air to circulate freely inside. 
Lengthen life of leather. Pre- 
vent stitches rotting. Made of 
National Hard Vulcanized Fibre. 
Won't crack, split or splinter. 
Won’t dent or corrode. Easy to 
put in. GUARANTEED FIVE 
YHARS. Set weighs18oz. Steady 
demand through national adver- 
tising. Free merchan- 
dising helps. Write for 
descriptive folder. Na- 
tional Vulcanized Fibre 
Co., Box 311T, Wil- 
mington, Del. 




















Palter to Join 
Carlisle Shoe Co. 


New York—Jerry Palter, who for 
the past seven years has been con- 
nected with Gray Bros., has resigned 
from that firm, effective April 4, and 
will join the staff of the Carlisle Shoe 
Company. 

In addition to assisting in styling 
their line, Mr. Palter will cover the ter- 
ritory from New York to Chicago with 
Carlisle’s line of welt,shoes, only. 





Publicity Program to 
Stimulate Shoe Sales 


Los ANGELES, CALIF.—A very care- 
fully planned publicity program has 
been prepared by the Los Angeles 
Examiner, having as its object the 
stimulation of retail shoe buying. The 
several weeks that this campaign has 
been in operation so far this Spring 
have proved most gratifying to the lo- 
cal retail shoe men. 

An opening full-page general shoe 
advertisement captioned, “What Shall 
We Do to be Shod?” carried copy read- 
ing, “Old shoes are very nice to use 
at June weddings. (Now, for the good 
luck, cast an old shoe after me.) But 
new shoes are very nice, too—and right 
at this moment is a good time to think 
about new footwear—sport shoes, danc- 
ing slippers, oxfords, pumps, cruise 
shoes, walking shoes, hunting boots, 
riding boots—every kind of boot and 
shoe that ever was. 

“Shoe stores and shoe departments 
are ready with new footwear for a hun- 
dred thousand twinkling feet. Old boots 
must be given their walking papers. 
Fashion says, ‘Shoo, Shoo,’ to footwear 
modes of yesteryear. Now is the time 
to refit your feet. And Los Angeles 
stores can tell you what to do to be 
shod. DON’T POSTPONE LIVING 
* * * MAKE 1938 A HAPPY YEAR.” 

Several months ago the Examiner 
assigned Leonard Isear to the job of 
developing the local retail shoe adver- 
tising. Mr. Isear has an excellent back- 
ground of many years’ retail shoe store 
experience coupled with that of being 
connected with the Hearst organiza- 
tion display advertising in Boston and 
New York. This current shoe publicity 
program illustrates how one interested 
newspaper builds their volume through 
editorial cooperation, such as this. 





McClanahan Appointed 
Buyer 


BurraLo, N. Y.—L. A. McClanahan 
has been appointed buyer of women’s 
shoes for Adam, Meldrum & Anderson 
Co., it was announced by Joseph L. 
Hudson, merchandise manager. Mr. 
McClanahan. formerly was assistant 
buyer of women’s footwear for J. N. 
Adam & Co., a unit of the Associated 
Dry Goods Corporation of New York. 
He succeeds William O. Shaffer, who 
resigned about a month ago, after oc- 
cupying the position for the last three 
years. 


Plan New Regal Store 


BrookLyn, N. Y.—Another unit in 
the chain of Regal Shoe Stores is 
scheduled to be opened here at 968 
Flatbush Avenue, one of Brooklyn’s 
most important retail shopping zones. 
Ross-Frankel, Inc., are the designers 
and builders of the store. The place 
will have a bronze facade, and curved 
glass show windows, and will be mod- 
ernly outfitted in each detail. 
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Athletic Shoes 
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Boots 
New 3 leg 
widths 












Golf Shoe 216 


SaA5 NUMBERS 
IN STOCK 






Hand-sewn 


Moccasins 
10 styles in stock 


$1.10 up 
Send for new 1938 catalog 


THE ARNOFF SHOE CO. 
101 Duane St., New York City 








Trade Literature 





Retail Tendencies Analyzed 


Two booklets issued by the Institute 
of Distribution, New York, shed a re- 
vealing light on present-day retailing. 
One, “Is the Chain Store Driving the 
Independent Merchant Out of Busi- 
ness?” contains the results of surveys 
in 458 different cities. These showed 
that in proportion to population, just 
as many independent stores exist in 
America today as did 10 to 50 years 
ago, with an average life as long or 
longer than those in the previous 
period. The mortality rate has not in- 
creased, nor has the opening rate dif- 
fered significantly. 

There has always been a substantial 
mortality rate of independent stores, 
but the replacement rate has almost 
equalled the mortality rate, so that at 
any one time the number of indepen- 
dent stores in business has been almost 
fixed. It is concluded from the results 
of these surveys that there is no evi- 
dence that the local merchant is doomed 
to be driven out of business by the 
chains. 

The second booklet, “Why Indepen- 
dent Merchants Fail,” is also based on 
surveys taken in a substantial num- 
ber of cities. It breaks down causes of 
failure into the following classifica- 
tions: Credit losses, easy credit from 
wholesalers, losses in real estate specu- 
lation, financing under unfavorable 
conditions, inexperience, unscientific 
business methods and practices, com- 
petition, dishonesty, inefficient manage- 
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YOU'LL BE PLEASANTLY SURPRISED 
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CAVALIER 


THE 


SHOE MANS 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 





lf you have never stayed at this renowned hotel 
- may we suggest you try it on your next trip 


to New York 


You'll not only be pleasantly surprised to find that 
o hotel has so much to offer at such moderate 
CAVALIER-BALTIMORE, MD. rates, but you'll wonder why you haven't been 


coming here regularly...as is the custom of hundreds 


of men in the shoe industry. 


The Woodstock is one of the nicest and most cen- 





trally located hotels in the city.. pleasant, quiet... 


- 
—_ 


yet just around the corner from TIMES SQUARE.. and 
but a few minutes from all your business contacts. 


Chain Store Efficiency 


ROOM AND BATH from $2.50 Daily 


records 
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are made available 


to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 
MERCHANT’S SERVICE DEPT. 


209 So. State St., Chicago, IIl. 











HOTEL 


coclstack 


43rd St. just East of Broadway 
TIMES SQUARE 


Famous for Good Food 


NEW YORK 

















ment, business depression, insufficient 
capital and several others. 

The main fact drawn in conclusion is 
that competition is not the predominant 
cause of failure, and that the causes of 
failure of independent stores have 
changed little in many years. The fore- 
most causes of failure were shown by 
the surveys to be personal character- 
istics and operating methods for which 
the proprietor himself was responsible. 
Inexperience, ease of entering business 
and high operating expenses were 
among the foremost factors to which 
failure was directly traceable. There 
was no evidence whatsoever in these 
surveys that chain store competition 
has increased the numbers of failures 
of independent stores. 


Market Maps Issued 
by Department of Commerce 


WASHINGTON, D. C. — A series of 
original maps which picturize potential 
* markets in the United States for all 
types of consumer merchandise and 
which record factors which evidence an 
opportunity for trade and also points 
out those marketing conditions which 
may adversely affect the possibility of 
profitable trade has just been made 
available by the Marketing Research 
Division, Bureau of Foreign and Do- 
mestic Commerce. 

The series contains sixteen maps 
which are designed to present a gen- 


eral picture of the location of potential 
markets in order that manufacturers 
and distributors may more definitely 
locate and better view localities in 
which opportunities for the distribution 
of their respective products is large, it 
was stated. 

Each of the maps in the series, while 
designed to picture certain marketing 
conditions, may be used in conjunction 
with one or more of the maps in the 
series to assist a more accurate deter- 
mination of the trading potentialities 
of any area in the United States, ac- 
cording to the Commerce Department. 

This is considered important, it was 
stated, since the measurement of a 
market by the use of one or more fac- 
tors may not prove satisfactory. For 
example, it was pointed out, that sales 
per capita while serving as a partial 
measure of a market can not be relied 
upon in some cases by reason of the 
fact that in some areas of the United 
States there is still much production 
for the producer’s use. 

The maps show that rural markets 
cluster in a pattern not unlike the pat- 
tern of urban markets and that dis- 
tributors located in towns may also 
serve the larger part of the rural mar- 
ket continuous to the towns in which 
they operate, it was stated. 

Titled “Patterns of Stores, Sales, and 
Population in the United States,” and 
further identified as Market Research 
Series No. 18, copies of the series of 
maps may be had at ten cents each 


upon application to the Marketing Re- 
search Division, Bureau of Foreign and 
Domestic Commerce, Department of 
Commerce, Washington, D. C., or any 
of the bureau’s district offices located 
in principal cities. 


Cable Shoe Co. Opens In L. A. 


Los ANGELES, CALIF.— The Cable 
Shoe, Inc., has opened a $5.00 men’s 
shoe store at 635 South Olive St. This 
is the first of a series of such stores 
te be opened by this corporation. The 
officers are G. H. Mathers, president; 
J. B. Bradley, vice-president, and F. C. 
Goodwin, secretary-treasurer. This cor- 
poration has no direct connection with 
the other Goodwin shoe stores operated 
in this city. It is expected to open an- 
other Cable store in the downtown sec- 
tion within the next four or five months. 
Mr. Mathers is managing the present 
store until the others are opened. Some 
extra publicity is being obtained by the 
phone number, which is played up as 


“Madison $ 5555 $.” 


Business Up 200 Per Cent 


MIAMI, FLA.—Jerry Cole, buyer for 
the Mark Store, has the enviable record 
of increasing his business 200 per cent 
during the past season. He keeps fit by 
active participation in a number of 
sports—tennis is shis favorite. 











First View of Fall Leathers 





Shoe manufacturers and retail shoe merchants had their first oppor- 

tunity to inspect the new leather colors for the coming season at the 

Fall Opening of American leathers staged by the Tanners Council at 
Hotel Astor this week. 





Women Demand Shoes of Good Taste 





Jessica Daves Tells Style Conference Customers Prefer Types 


That Fit Well and Flattter the Foot 


“You shoe men are idealists,” said 
Miss Jessica Daves, managing editor of 
Vogue, in her address at the N.S.R.A. 
Style Conference, Waldorf - Astoria, 
New York, on Monday. “You will not 
face the facts. You don’t believe in 
Summer. You come here at the end of 
March and get all excited about Fall 
shoes. Most shoe men act as though 
Summer was just a long dry spell 
between Spring shoe business and 
Autumn business. I believe as an in- 
dustry, the women’s shoe industry of 
this country is missing out on a ter- 
ribly good bet. It’s more than a bet. 
It’s a certainty. In the months between 
now and September there will be more 
travel, more weddings and more occa- 
sions of different activities than 
through any other period of the year. 
The more occasions—the more shoes. 
There’s more general footwork going 
on in this period than in any other 
three or four months of the year, and 
less done about shoes for these months 
than any other period. I don’t know 





why that is. There isn’t any sound rea- 
son for it. There can’t be. New York 
City isn’t always the leader in these 
activities, but New York is improving 
in the promotion of its shoes. 

“There can be a Summer shoe season 
if you will make the season important. 
But there won’t be a Summer season 
if you won’t let women buy. There is 
something basically wrong with even 
the best of shoe men’s thinking on Sum- 
mer shoes—when you’ve got to buy 
your Summer shoes at the end of 
March—without knowing what your 
plans for the Summer will be. 

“We feel that a new emphasis and 
impetus has been given to the all-white 
shoe by a very important fashion which 
came out of the Paris openings. One 
of the most successful things shown was 
an all-white costume by Alix, with 
white shoes for evening as well as a 
white evening dress. This was received 
very well, and we believe it has turned 
people’s minds towards an acceptance 
of all-white shoes. 
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“Another thing that is rearing its 
head is brown—and brown and white 
trims. Look for a popularity of brown 
and brown and white. We think you 
wil] sell brown linen and doeskins. In- 
cidentally, the all-white shoes will look 
very smart with brown and brown 
prints. 

“Bright blue accent with white will 
be important. Beautiful developments 
in pastel linens and doeskins for late 
afternoon and evening. Biue linens and 
blue and white shoes have about an 
equal chance of success. Brown and 
white—classic. Strong chance for pro- 
moting softies. 

“Don’t- forget in your Summer pro- 
motions that the lightweight shoes, the 
new extremely light shoes, have a point 
for airplane luggage. 

“We believe the Summer business in 
this country has never been touched. 
It comes under the heading of new bus- 
iness—not in relation to last year’s 
business. It can be as important as you 
want to make it.” 

Miss Daves showed a group of in- 
teresting styles in women’s shoes of 
various price ranges, chosen for their 
inherent good taste. “If you will give 
women shoes in good taste, they will 
buy them,” she declared, in concluding 
her address. 

William H. Weintraub, of Esquire 
Magazine, spoke on men’s styles for 
Fall and emphasized in particular the 
importance of effective style promotion, 
advertising and window displays. 





Foot Health Week 


[CONTINUED FROM PAGE 21] 


2. Wear well-shaped stockings, longer 
than the foot. Avoid tight garters. 

8. Discard shoes or stockings that are 
crowding the toes. 

4. Have feet measured, weight bear- 
ing, every time new shoes are pur- 
chased. 

5. Wear shoes shaped like the nor- 
mal foot, with toe freedom and snug 
fitting heels. 

6. Have shoes fitted carefully by an 
experienced shoe fitter. 


7. Wear shoes with flexible soles. 


8. Avoid heavy shoes for small boys 
and girls. Extra weight will tire the 
leg muscles. 


9. Wear broad, low heels that give 
firm support. 


10. Examine feet occasionally for 
spots or blisters caused by rubbing or 
pressure, and for toe crowding. 


11. Have feet examined regularly by 
a competent person. 


12. Wear shoes designed to give 
strong, straight ankles, well-formed 
bones, uncramped muscles—firm foun- 
dations for husky, active bodies. 
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The Arches of the Foot 
[CONTINUED FROM PAGE 25] 


the body. Veins return the blood to the 
heart after it is purified in the lungs. 
Capillaries are tiny vessels connecting 
the arteries and veins, thus providing 
a “blood exchange” system. Every 
artery has a corresponding vein, usual- 
ly of the same name. 

The blood system of the foot consists 
of three main arteries: the Internal 
and External Plantar, and the Dor- 
salis Pedis. The latter is the “foot 
pulse” artery. These three are con- 
tinuations of leg arteries. Each of these 
three arteries has branches which form 
a tiny intricate system feeding every 
part of the foot. 

The nerves of the foot are either 
branches of leg nerves or leg nerves 
themselves continuing down into the 
foot. The nervous system of the body 
or any one of its parts is of a most 
complex arrangement. Nerves project 
their fibers into all muscles. When a 
muscle moves it is because a message 
has been carried along the nervous 
system to that particular muscle. The 
nerve then stimulates the muscle to the 
desired action. 

When a muscle becomes tired or 
weakened from overwork or strain it 
will not respond to nerve stimulation 
as quickly as it normally should. It 
becomes “sluggish.” This is very com- 
mon in feet that receive much abuse. 
When, muscles are “fresh” or normal 
they are ever ready and alert to re- 
spond to nerve stimulation. 

Nerves are the medium through 
which we receive sensations such as 
pain, tingling, burning, etc. 


* * * 


This completes our study of foot 
anatomy. Although necessarily ele- 
mentary, it is thorough and sufficient 
for the needs of the shoe fitter who 
is sincere in his efforts to understand 
that part of the anatomy which is in- 
volved in his daily work. 

No shoe fitter can conscientiously or 
efficiently fit shoes without at least a 
fundamental knowledge of the anatomy 
and function of the foot. The statis- 
ticai fact that 90 per cent of all foot 
ailments are caused by ill-fitted shoes 
undeniably proves that the shoe-fitter’s 
knowledge of the foot is vitally neces- 
sary if he is to regard himself as com- 
petent in his work. 


R. H. Radtke 


APPLETON, WIs.—Rudolph H. Radtke, 
66, retired shoe dealer, died recently at 
his home in this city. 

A native of Germany, Mr. Radtke 
came to Appleton 55 years ago, and 
for 28 years, until his retirement 15 
years ago, operated a shoe store on 
W. College Avenue. He is survived by 
his wife, three daughters, one son, three 
brothers, two sisters and four grand- 
children. 
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Tanners Protest Tax Law Inequalities 


[CONTINUED FROM PAGE 26] 


immediately replaced or covered by 
equivalent purchases because opera- 
tions are continuous and inventories 
cannot be reduced below certain mini- 
mum levels. Hence, it is a common- 
place in the trade that true profit or 
loss can only be determined by apply- 
ing current costs to current sales. If 
sales prices do not permit repurchasing 
an equivalent amount of raw material, 
a loss is incurred; if sales prices are 
sufficient or more than equal to the cost 
of replacement, then a converting profit 
is earned. 

The inequality confronting the tan- 
ning industry in the payment of income 
tax has always existed under the Trea- 
sury Department’s regulations. Prior 
to 1986 there were certain ameliorating 
circumstances which prevented the 
inequity from assuming the serious 
proportions they reached under the 
Revenue Act of 1936 and which will 
continue under the necessarily high 
rates being considered under the Rev- 
enue act now under discussion. Among 
these circumstances were the lower rate 
of tax, the right to carry forward 
losses of one year against profits in 
another. A provision of this sort tended 
to prevent excessive hardship because 
unrealized profits in one year were 
usually cancelled by equivalent losses 
in another. In other words the fact 
was recognized that true income in the 
tanning industry could not be ac- 
curately determined for any arbitrary 
period of 12 months. 

Reviewing attempts to secure tax 
relief, the Council’s testimony indicated 
that the same facts were presented to 
the Senate Finance Committee in 1936. 


At that time it was generally conceded 
that the Commissioner of Internal Rev- 
enue had the authority to permit the 
use of accounting methods most clearly 
reflecting income. Nevertheless, the 
Treasury has not extended any relief 
through changes in the Administrative 
regulations, although apparently recog- 
nizing the seriousness and cogency of 
the problem. Barring administrative 
remedy, it was submitted that legisla- 
tive action is necessary. 

Such legislative action can make a 
definite contribution to tax equality 
and the elimination of tax discrimina- 
tion through one of several possible 
changes in the Revenue Law. Permis- 
sion to carry over losses would tend to 
reduce the inequality and danger now 
confronting the tanning industry and 
other trades substantially in the same 
position. Permission to set up non- 
taxable inventory reserves, to include 
unrealizable inventory gains,-would also 
eliminate the danger and injustice of 
taxing “paper profits.” Book profits 
due to rising prices could then be seg- 
regated and offset against the inevit- 
able inventory losses which are the con- 
sequence of falling prices. Reserves 
for gains would thus be cancelled by 
equivalent losses. 

If such general provisions were 
deemed to be impractical, the Tanners’ 
Council urged that the Revenue Act of 
1938 explicitly recognize the correct- 
ness of those methods for determining 
taxable income, based on the principle 
of last-in-first-out, replacement cost, 
or normal stocks, in such industries 
where such methods reflect income more 
accurately than present allowable 
methods. 





Open Patterns Stressed 
In Easter Ads 


[CONTINUED FROM PAGE 36] 


makes of fine shoes in a wider range of 
styles here, now, than you will find 
within many miles.” This advertise- 
ment showed illustrations of selected 
styles from the following branded lines, 
featured in the Strawbridge & Clothier 
store: Laird Schober, Foot Trainers, 
I. Miller, Rhythm Steps, Vitality 
Shoes, Grayflex Trampers, Tru-Poise, 
Foot Grace, British Walkers, DeMuras, 
Fairfield, Arch-Preservers. 

All of these ads are typical and in- 
teresting examples of the current sea- 
son’s trend in style promotion. And 
the next few weeks give promise of 
many more interesting new ideas, for 
with Easter only a fortnight away. 
Spring shoe promotion should touch its 
peak within that period. 


Lieberwitz Bros. Reorganize 


DETROIT, MicH. — Lieberwitz Bros., 
Ine., 1410 Washington Blvd., retailers 
of ladies’ shoes, have reorganized as 


“David’s,” with David M. Lieberwitz 
as owner. Mr. Lieberwitz has been in 
the shoe business in Detroit for 15 
years, and is president of the Detroit 
Retail Dealers Association. 


The Editor’s Outlook 


[CONTINUED FROM PAGE 22] 


tic days a new shoe for men can sweep 
through the land with greater ease than 
ever before, but to ask a young man to 
buy a balanced-wardrobe is just a mis- 
spent effort of words. What a young 
man is interested in isn’t wardrobe— 
first, second or third. As a good friend 
of ours in England writes: 

“The inverted pyramid in the family 
budget today is a great source of weak- 
ness in England, France and America. 
The line of thought today is: ‘We need 
so much for movies, so much for bet- 
ting, so much for cigarettes, so much 
for entertainment in general.’ Then, 
what is left over, is going to be spent 
on what is actual need.” This is, of 
course, quite the wrong way of reckon- 
ing things up. But what to do about it? 
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SALESMAN WANTED 


SALESMEN WANTED 


BUSINESS OPPORTUNITY 








tensively advertised. 
tell you our story. 





THERE'S BIG MONEY IN LITTLE SHOES 


A national distributor of infants’ and juvenile footwear offers an unusually attractive opening 
for a wide-awake salesman. We are now covering the country from coast to coast (and numerous 
foreign countries) but desire additional men in selected areas. If you are conscientious, out on 
the road selling today, and your territory does not overlap our present sales force . 
a line to offer you that will be exceptionally interesting. We distribute three popular priced brands 
of shoes and slippers, selling to the best stores as well as the lower price trade. The line is ex- 
May be carried with a non-conflicting line. Tell us your history and we'll 


Address F-737, Care BOOT AND SHOE RECORDER, 239 West 39th St., New York, N. Y. 


then we have 








SALESMAN WANTED — To cover the states 
of Idaho, Iowa, Washington, Montana. One 
who can obtain volume business for large man- 
ufacturer producing a line of children’s stitch- 
down shoes.. Can turn over a good many ac- 
counts to start with. Must work on a commis- 
sion basis. State experience and references, 
also volume of business done. Address F-727, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ALESMEN WANTED—Complete line shoe 

polishes, soaps, dressings, waxes, all terri- 
tories, liberal commissions. Address F-730, care 
Boot & =. Recorder, 239 West 39th Street, 
New York, N. Y. 





POSITION WANTED 








A Progressive Shoe Man Is Available 


A go-getter and a promoter who can make a profit. 
An expert—merchandiser—buyer—manager and su- 
pervisor. Can also help window trim and knows 
stock control. Handle shoes for entire family. 
Popular price to better grades. 18 years of De- 
partment, Chain and Specialty store experience. 
Married—thirty-five years. Will go anywhere. 
Salary nominal at start. Best references. 
Address F-701, care BOOT & SHOE “oo 
239 West 39th Street, New York, N. 











D° you want to build your men’s shoe busi- 
ness? My experience, as men’s shoe buyer 
with Chicago’s leading chain, is at your service. 
Capable of handling merchandising and _ sales 
promotion of any sized business. Address F-734, 
care Boot & Shoe Recorder, 209 S. State St., 
Chicago. 





AVAILABLE BUYER AND MANAGER with 
years of experience in high grade Depart- 
ment stores. Active experience qualifies this 
young man to successfully manage shoe depart- 
ment. Familiar with Children’s shoes. Excel- 
lent references as to character and ability. Pre- 
fers position in South or Southwest. _ Inter- 
views welcomed. Address F-733, care Boot & 
~~ Recorder, 239 West 39th Street, New York, 





A YOUNG man 34 years of age, now employed, 
hag spent the past eight years selling and 
detailing work shoes to the volume trade in the 
Middle and Central West. Wants connection 
with live outfit with future possibilities. Splen- 
did references. Address F-732, care Boot & 
Shoe Recorder, 1627 Locust St., St. Louis, Mo. 








POSITION WANTED 





YOUNG man, 32, experienced manager, win- 
dow trimmer, advertiser, sales promoter, and 
foot-fitter, wishes to make connections with pro- 
gressive retail shoe concern, or chain. Excellent 
references. Address F-739, care Boot & Shoe 
a ah 239 West 39th Street, New York, 





HELP WANTED 


ANTED—Capable and experienced men for 

popular price shoe departments located in 
North and South Carolina and Virginia. Only 
those who have had at least 3 to 4 years of 
retail shoe experience and can furnish best of 
references need apply. Good opportunities await 
those Pag: can qualify. Address F-738, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


FOR SALE 


SHOE Department in Ladies’ Specialty Shop 
in Michigan. Population twenty-thousand. 
Volume two-thousand per month. Address 
F-735, care Boot & ag Recorder, 239 West 
39th Street, New York, N. Y. 




















Rubenstein’s Open New Store 


New ORLEANS, LA. — Rubenstein’s, 
Inc., have opened a new store at 733 
Canal Street, here, in the building for- 
merly occupied by the Franklin women’s 
apparel store. Free gifts for children 
were featured in the children’s shoe 
department which offered shoes for 
children and growing girls from $1 up. 
The shoe department is on the second 


floor. 


The store is being completely re- 
modeled and beautified with indirect 
lighting and a new air conditioning 
system. Abe Weiner is manager of the 


children’s shoe department. 


Would You Like a Store with 
NO COMPETITION 


in a wealthy community? 
Best Spot in Garden City 


for 


A QUALITY snes bias 
(appr. 28 x 


Directly opposite Best ‘. Co., Peck 
& Peck, other Fifth Ave. stores. 


Henry (. Lemle 
630 Fifth Avenue New York City 


WANTED general line in established shoe 
department, on concession or percentage, in 
good New England town. Address F-731, care 
Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 














FOR LEASE 





SHOE department to lease in department store 
in Michigan town of ten thousand. Have 
everything set up—fixtures and display stands. 
Opportunity for man with small capital. Will 
work on percentage basis. Address F-736, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





HOTELS 











SAUNT tOuts 








address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added ior the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


=” «© Advertisements for this page must be in our New York office on Friday of the week preceding publication. 


In all other cases each word of the 


a | 
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WANTED TO PURCHASE 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5160-5181 








WE BUY 
Entire or Surplus Wholesale and Retail 
tocks. Also Brand Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
a Preserver, Queen Quality, os- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
IBVIN RUBIN 
“The House ef Jobds’’ 


89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















Shoe Men Oppose 
House-to-House Selling 


BuFFALO, N. Y.—Opposition to the 
salesmen doing a house-to-house shoe 
business with no office in Buffalo was 
given a decided impetus last week when 
one of the salesmen was arrested on a 
charge of swindling three women. The 
trial before City Judge Charles Yeager 
showed that the salesman took $10.00 
apiece from three women for shoes and 
then failed to return the money after 
he repossessed the shoes which would 
not fit them. The salesman was given 
a suspended sentence on his promise to 
return the money to the women. 

The Buffalo Shoe Retailers Associa- 
tion has put up a determined fight 
against house-to-house selling of shoes 
by out-of-town salesmen with the re- 
sult that the ordinance will soon be in- 
troduced in the city council requiring 
such salesmen to purchase a license for 
$200 before beginning their sales ef- 
forts. 


Adds Shoe Department 


La Crosse, Wis. — The remodeled 
Stevenson’s women’s fashion shop has 
added a shoe department under the 
management of L. R. Hurrle, formerly 
of Minneapolis. The modernized store 
has been fitted with a blue vitrolite 
front, terrazzo lobby entrance and new 
fixtures. The interior is decorated in 
dusky pink with eggshell white trim 
while the carpeting is in soft rose, rust 
and dubonnet tones with a modernistic 
diamond-shaped figure design. The 
shop has been entirely air-conditioned 


with semi-indirect modernistic lighting. 


fixtures. L. S. Mariem is manager of 
Stevenson’s. — 


1938 
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NEWSPAPER, ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


A monthly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clip- 
ping Service 

Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see, or 


leave the selection to our advertising 
staff. 


Learn Advertising at Home 


Advertising is an interesting study and 
repares you to write more effective 
etters: to acquire a larger vocabulary: 

to comprehend the sales and merchan- 

dising problems of a business, and to 
be definitely in a position to recom- 
mend busi develop t ideas. 


° 
VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 

















Selling Down South 


MIAMI, FLA.—Jerry Cole, buyer for 
the shoe department at the Mark Store 
reports the classic pump as being a 
leader in style. He has been promoting 
a smart line of white rough linen and 
kid combinations. While white is 
steadily advancing in volume, he also 
reports that color combinations are not 
far behind. There is a lot of beige and 
tan in the picture with plenty of royal, 
luggage tan and some green. 

A.S. Beck says: “Some like ’em white 
—some like ’em bright,” and in this 
shop they are prepared to satisfy all 
customers. A tremendous volume in 
the all-white shoe is building up, par- 
ticularly in the pin dots. Colors on 
white are very smart and prints are 
most active. 

“Beauty and the breeze,” says the 
Nankin Shoe Store when introducing 
their new Deb-On-Air cabana. This 
new gore sandal step-in has been well 
received as has the tie and T-strap. 
Mr. Nankin reports a big advance in 
all white shoe volume. 

Burdine’s is featuring printed shoes 
in exotic multi-colors for cocktails, af- 
ternoon, evening or street wear. They 
are showing dozens of styles in crepe, 
linen or satin. One of the most im- 
portant is Bally’s linen print sandal 
in a green, red or blue base. The 
Caprice print which has been well re- 
ceived, is a semi-Persian stripe with 
deep rich tones of blue or red. It is 
matched in bag and other accessories. 
Satin print sandals for evening or 
afternoon wear in Persian design with 
red or blue base have been very active. 
These sandals are in the $8.75 to $12.75 
bracket and Burdine’s is predicting a 


Page 55 





MERCHANTS’ NEEDS 





DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution to shoe ia 
wane cout store out of the ordinary elas 
es 


and department stores 
throughout the coun- 
try. 


Can be operated by customer or clerk with simplicity. 
Price $38.50, F.0.B., Stockton, California. 
Shipped on FREE trial anywhere in the USA only. 
WRITE TODAY for this liberal offer. Sold on BASY 

payment plan. 
THE VI-PED-EX CORP. STOCKTON, CALIFORNIA 





No Mis-Mates with Mate Marks 
2450 2450 2450 


Gus V. Wells—686 45th—Des Moines, la. 
Send Free Samples and Prices 





DUADE 
Shoe Re- Shaping Devices 
Piss, Alter Shoes to Fit 
Abnormal Feet 


Make the necessary 


fitting adjustments to provide 


foot fg 





DUNDE SHOE 


rN 


RE-SHAPING DEVICES, INC. 





heavy volume in prints as the season 
reaches its peak. 

Cowans, whose slogan is “Five 
months ahead of the nation,” intro- 
duced a line of white shoes as being 
“Present perfect; future indicative.” 
“Shoes bought for wear in Miami dur- 
ing the Winter season,” they say, “are 
not only right for Miami wear, but 
will be in style next June.” Some of 
their new models include the “Casino,” 
a white buck; “Florette,” with tan 
kid; “Strut,” a feature art shoe of 
white buck, and “Juliette,” a gypsy tie 
in white kid. They are selling a lot 
of all white in all styles. 








PIE LPR NG AMERY FEET NILE Tap he ean eo far es 
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Would Legalize Price 
Maintenance in Washington 


WASHINGTON, D. C.—The District of 
Columbia would be added to the 42 
states which have already legalized re- 
sale price maintenance contracts under 
a bill introduced in the House by Rep- 
resentative Palmisano, Democrat, of 
Maryland, chairman of the House Dis- 
trict Committee. It has been referred 
to his committee for further considera- 
tion. 

Taking advantage of the momentum 
given to state fair trade practice laws 
by the Tydings resale price mainte- 
nance act, which was passed by Con- 
gress in August, 1937, and which 
legalized interstate price contracts in 
the 42 states, the Congressman de- 
scribed his proposal as embodying pro- 
visions similar to those passed in the 
other 42 states. 

The bill would forbid a buyer to re- 
sell trade-marked commodities at less 
than a minimum price stipulated by 
the seller, and prevent distribution of 
gifts in connection with the sale of a 
trade-marked commodity. It also would 
prohibit sale of trade-marked articles 
in combination with any other com- 
modities. 

If the Palmisano measure is given 
Congressional approval, only six states 
will be without fair trade laws. They 
are Alabama, Delaware, Mississippi, 
Missouri, Texas and Vermont. 

Four of these states considered sim- 
ilar legislation in 1987. In Delaware, 
the move was killed when the governor 


pocket-vetoed the measure. Vermont © 


killed its bill because a revision requir- 
ing registration of trade-marks was 
voted down. In Texas and Missour 
the bills ran a race with adjournment 
and lost. 


Edwards Holds Large 
Removal Sale 


BuFrFraLo, N. Y.—One of the biggest 
merchandising events in’ Buffalo, in 
which shoes played a prominent part, 
was a “Million Dollar Removal Sale,” 
put on by E. W. Edwards & Son, 
preparatory to their removal from the 
Main Street location where they have 
operated for a number of years, to a 
triangular building at Franklin, Pearl 
& Genesee Streets into which they will 
move about May 1. The new building 
formerly was used as a warehouse by 
the company and. has been renovated 
and remodeled for department store 
purposes. The old building will be 
torn down and will be rebuilt for occu- 
pancy by Neisner Bros. 


Margulas Named Shoe Buyer 


MINNEAPOLIS, MINN.— James Mar- 
gulas, veteran shoe dealer, is in charge 
of the newly enlarged and remodeled 
shoe department of Morrison’s in Min- 
neapolis. Mr. Margulas assumed his 
position when the entire store, which 
is regarded as one of Minneapolis’ 
most popular priced, was remodeled. 
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BOOTS AND SHOES 


ARNOFF SHOE COMPANY, New York City 

BASS, G. H., & CO., Wilton, Me.. .° 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass........0.0 000.0000 ccc cee cee eee 
COLT-CROMWELL CO., INC., Stoughton, Mass 

CONFORMAL FOOTWEAR COMPANY, St. Louis, Mo 

CONJOR, H., SHOE CO., INC., Brooklyn, N. Y 

ELAM, F. S., SHOE*CO., Rochester, N. Y 

ENDICOTT-JOHNSON CORP., Endicott, N. Y 

EVANS’, L. B., SON CO., Wakefield. Mass 

FLORSHEIM SHOE COMPANY, Chicago, Il 

GILBERT SHOE CO., Thiensville, Wis 

GREAT EASTERN SHOE CO., Boston, Mass 

GREEN SHOE MFG. CO., Boston, Mass 

MILLER SHOE CO., THE, Cincinnati, O 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................... 
MONARCH SHOE CO., Athol, Mass 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 

NATHAN, DAVID T., Boston, Mass 


OWENS SHOE CO., Salem, Mass 

PEDICRAFT SHOES, Philadelphia, Pa 

POSNER, DR. A., SHOES, INC., New York City 
ROHN SHOE MFG. CO., Milwaukee, Wis 
SANDLER, A., CO., Boston, Mass 


LEATHER AND OTHER MATERIALS 


COLONIAL TANNING CO., Boston, Mass 
EVANS, JOHN R., & CO., Camden, N. J 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa 
KISTLER LEATHER CO., Boston, Mass 

SURPASS LEATHER CO., Philadelphia, Pa 
TROSTEL, ALBERT, & SONS CO., Milwaukee, Wis 
YOUNG, RICHARD, & CO., New York City 
ZIEGEL-EISMAN CO., Boston, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


CAVALIER CORPORATION, Baltimore, Md 

DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. J............. ois3i Pon eey 3 
PANTHER-PANCO CO., Chelsea, Mass 

SPAULDING FIBRE-CO., No. Rochester, N. H 

UNITED SHOE MACHINERY CORP., Boston, Mass 

UNITED LAST COMPANY, Boston, Mass 

VULCAN CORPORATION, Portsmouth, O 


STORE EQUIPMENT AND FINDINGS 


DUNDE SHOE RE-SHAPING DEVICES, INC., Hollis, N. Y 
NATIONAL VULCANIZED FIBRE CO., Wilmington, Del 
VI-PED-EX CORP., Stockton, Cal 

WELLS, GUS V., Des Moines, lowa 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

HOTEL AUDITORIUM, Chicago, Ill 

HOTEL LENNOX, St. Louis, Mo 

HOTEL WOODSTOCK, New York City 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass 
TOLMAN PRINT, INC., Cambridge, Mass 

VINCENT EDWARDS & CO., New York City 









/ 
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Rhinestones sparkle from their setting of black mesh . . . the silver kid trim pro- 


vides the completing touch of a perfect design. Extreme delicacy is further enhanced by 
the way the soles are prepared and attached by the Compo (Sbicca-DelMac) Method. Here 
is an illustration of how the Compo technique is contributing improvement and refinement 


to footwear of every grade and type..Compo Shoe Machinery Corp., Boston, Massachusetts. 











LESSENED SPENDING POWER DEMANDS 
MORE SATISFACTIONS FOR DOLLARS. 
WASHABLE WHITE KID SHOES BECOME 
VERY ATTRACTIVE TO EVERY WOMAN. 
SHE KNOWS SHE CAN WEAR THEM 
WITH ANY COSTUME — MORNING, 
NOON OR NIGHT. 





THE VERY ECONOMICS OF THE PRESENT 
SITUATION CALLS FOR AMPLE STOCKS 
OF WASHABLE WHITE KID SHOES IN 
ALL GRADES. NOTHING ELSE OFFERS 
SUCH STRONG APPEAL TO THE FASHION- 
BUYING INSTINCTS OF PURSE-MINDED 
WOMEN. 


G. LEVOR & CO., INC. 
tanners 
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You can sell more 


Year after year, thousands of Endi- 
cott Johnson dealers have found a 
constantly increasing demand for 
really smart white novelty footwear 
built to retail between $2.00 and 
$2.50. 

That's because women need more 
shoes in the Summertime. But since 
they don’t have more money to 
spend, even the smartest women 
buy less expensive shoes, to “go 
with’ every costume. 

Here are the smartest white shoes 
you can find on the Summer market 
to retail at anywhere near this low 
price . . . oxfords, side-buckles, cross- 
straps, open effects and perforations 
... the very fashions that the smart- 
est big-city stores will be promoting 
this Summer. And they're IN STOCK 
now, ready for fast delivery to your 
store. 

Your customers are buying white 
shoes NOW. Order your novelties 
from stock today .. . and watch them 
increase your turnover all through 
the Summer! 


ENDICOTT JOHNSON 
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3799—White Side Open Shank 
Side Buckle, Vamp Cut-outs 
and Perforations, 16/8 Cuban 
Heel. Sizes 4/9. ......... $1.45 


3792—White Side Open Shank 
Side Buckle Sandal, 16/8 
Cuban Heel, Cempro Construc- 
tion. Sizes 4/9. .......... $1.45 


3791—White Side Open Shank 
Sandal, 16/8 Cuban Heel, 
Cempro Construction. Sizes 
Wi iwikeciccatixcdcus $1.45 


3786—White Side Open Shank 
Cross Strap, 16/8 Cuban Heel, 
Cer ro Construction. Sizes 


WIM ae. o eenaney nnd $1.45 


3797—White Side Monk Side 
Buckle, 16/8 Cuban Heel, Cem- 
pro Construction. Sizes 4/9. 


$1.45 


3793—White Side Open Shank 
Side Buckle Sandal, 16/8 
Cuban Heel, Cempro Construc- 
tion. Sizes 4/9. ......... $1.45 


3796—White Side 3 Eye Tie, 
16/8 Cuban Heel, Cempro Con- 
struction. Sizes 4/9. ...... $1.45 


3798—White Side Step-in Gore 
Pump, Vamp Lacing, 19/8 Con- 
tinental Heel, Cempro Con- 
struction. Sizes 4/9. ...... $1.45 


NEW YORK CITY 
ENDICOTT, N. Y. + ST. LOUIS, MO. 
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EXTRA SUMMER PROFITS 


.. . in these fast selling items 


All prices subject te 
change without notice. 


Smart 


Practical 


Profitable 








A large number of merchants who are subscribers to The 
Boot & Shoe Recorder are doing a profitable business on 
BALL-BAND Locker Sandals. These all-rubber sandals for 
locker, shower, beach, swimming pool, and leisure wear are 
definitely superior, both in style and in usefulness. They 
provoke lively interest when placed on display — particu- 
larly since the demand for such footwear is growing so 
rapidly. Ball-Band has gone far in developing these numbers 
which have been increasing in popularity for several seasons, 
and promise to be in even greater demand this summer. 
We suggest that you size up your stock today and prepare 


for a full season of extra-profit selling. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 Water Street, Mishawaka, Indiana 


BALL BAND 

























WHEN YOU ORDER... 


Be sure to specify the Talon slide fast- 
ener. Take advantage of its tremen- 
dous nation-wide popularity. Feature it 
in your advertising and displays. It’s 
your best assurance of quick turnover 
; ... if’s your surest protection against 
; markdowns and returns . . . it sells 


more galoshes.. sells them more easily! 


TALON 


Reg. U. 8. Pat. Off. 


Slide fastener 


MADE BY TALON, Inc, MEADVILLE, PA. 
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SELLS GALOSHES 
GALORE! 


1. SILENT SALESMAN 
... Your customers use 
the TaLonslide fastener on 
scores of well-made arti- 
cleseveryday...they know 
it means perfect closures! 
And when they see the 
name “TALon’’ on the 
pull-tab of a slide- fastened 
galosh, they say, “This 
must be a quality product!” 
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2. EASY DOES iT... Galoshes go on, come off 
without strain or struggle when they’re closed with 
the TaLon slide fastener. It makes even wet, muddy 
galoshes easy to remove. No wonder customers insist 
on TALON fasteners in every pair of galoshes they buy! 





3. STYLE ITEM .. . Fifteen years ago, galoshes were 
clumsy and styleless, worn by a handful of too, too 
cautious people. Today, with the flexible, lightweight 
TALon fastener, galoshes are worn by millions as a 
good-looking, convenient staple of wintertime attire! 


4. CUTS DOWN RE- 
TURNS ...The TaLon 
fastener is not damaged 
by hard wear, won’t jam 
or rust. It works perfectly 
as long as the galoshes are 
wearable. Because it is so 
reliable, the TALON fast- 
ener cuts your returns to 
a minimum... and is a 
big boon to repeat sales! 
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THEN Prophetic—Now Historic ! 
On its Second Anniversary, new 


Laurels are added to the Record of 


Shadow Kid — a synonym for beauty, suppleness and a 
degree of quality that is rarely achieved in any form of alte 
manship — is the most promising leather on the horizon for 
the little season of April to July, and for the important autumn 
of 1938. Smooth surfaces are forecast in hats, gowns, coats 
and accessories. America’s finest manufacturers prefer Shadow 
Kid to any other variation of this new theme. Watch for 
it in the smartest shop windows. Specify Shadow Kid now 


in vivid summer colors, and in muted autumn shades. 
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